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OUTBURSTS WORRY LEWIS 


P em 
Jacob Calls a Turn 
Dough and Dividends 
Angell Leads Way 
Harvey Woodruff 


ser 


By 
Chris Sinsabaugh 


“12 EHOLD,” said Joseph in inter- 
preting Pharaoh’s’ dream, 

“there come seven years of great 
plenty through- 
out all the land 
of Egypt. And 
there shall rise 
after them sev- 
en years of fam- 
re 

Just such a 
chain of events 
—you didn't 
know the col- 
umn _ conductor 
was that famil- 
iar with Biblical 
history, did 
you?—seems to have marked the 
more recent career of the Con- 
tinental Motors Corp., Detroit 
and Muskegon. After seven years 
in which orders were plentiful and 
earnings high, the outfit was smit- 
ten, along with the rest of busi- 
ness, with seven years, which, 
though they were skinny years, 
did not squelch the fighting spirit 
of William Robert Angell, the 
company’s president. 

x Ed + 

BUT THE stockholders are of- 
ficially notified by him this week- 
end that the seven-year hoodoo 
has spent its fury, with President 
Angell, taking the part of Moses, 
leading the stockholders out of 
the Sea of Red Ink back into the 
Realm of Dough and Dividends. 


Anyway, sales for the first 
half of the present fiscal year 
November to April were 46 per 
cent higher than in the corre- 
sponding period of the year be- 
fore. Manufacturing profits for the 
first six months of this fiscal year 
—the first profits in seven years— 
are given as $561,000, giving a net 
profit of $34,000. Unfilled orders at 
the end of the first half totalled 
$2,681,000. 

All of which will keep a lot of 
people interested in the move- 
ments of a resourceful manufac- 
turing aggregation, which in its 
day probably did more in god- 





W. R. Angell 


fathering budding motor vehicle | 
inde- | 
pendent producer of engines and| 


concerns than any other 


other automotive units, and which, 
from July 8, 1905 to April 30, 1937, 
sold $394,000,000 worth of its 
products. 

of ae * 

WHEN YOU STOP to check up, 
as I have done, finding that in the 
35 years since the first Continen- 
tal motor was built in Chicago 
the company has manufactured 
3,000,000 engines, 60 per cent of 
which have been for automobile 
installation; that it has made 600 
different models of engines for 
nearly that many automobile com- 


(Continued on Page 19, Col.1) 











Apr. Car Sales Hit 385,27 


Total Tops Mar. fr 


But Shows Drop 
From 1936 Figure 


DETROIT.—Sales of new 
passenger cars in the United 
States in April increased 
21,704 units over March to 
total 385,277, but decreased 


substantially from the total of 
397,186 cars sold in April, 1936, ac- 
cording to the monthly summary 
of the R. L. Polk Co., issued 
Thursday. 


Cars sold to date totaled 1,244,- 
422, against 1,090,851 at the same 
time last year, the report stated. 

Since the compilations of 
Brooke, Smith & French placed 
the index of national business at 
normal in April this year, and 
three per cent below normal in 
April, 1936, and since most of the 
car manufacturers not affected 
directly by labor disturbances 
registered sizable sales gains in 
April, it is apparent that the 
strikes in the motor industry 
were fully responsible for the re- 
duced total sales for the month. 

Among the larger producers, 
comparing figures for April of 
this year with the previous April, 
Chevrolet was down from 111,- 
853 to. 95,114; Dodge down from 
28,395 to 19,624; Plymouth down 
from 55,679 to 32,260; Hudson- 
Terraplane down from 12,697 to 
7,936. Buick, Ford, Cadillac, La- 
Salle, Lincoln, Oldsmobile, Pack- 
ard, Willys, Studebaker, Pontiac, 
De Soto, Chrysler and Nash all 
showed good gains over the 
previous year, while Graham 
maintained its 1936 pace. 

April sales of commercial cars, 
according to the Polk summary, 
increased from 64,956 in April, 
1936, to 67,884. Total sales for 
the year to date reached 217,599, 
against 201,445 at the same time 
last year. 





Auburn to Build 
Air-Conditioning 
Unit; Ready Soon 


CONNERSVILLE, Ind.— The 
new year-round low-priced air- 
conditioning unit which the cen- 
tral manufacturing division of the 
Auburn Automobile Co. has had 
under development for some time 
will be ready for the market this 
month, it was announced this 
week. The unit will make possible 
natural air conditioning for homes 
at an initial cost of around $250, 
according to the announcement. 

The unit is said to provide every 
function for complete winter air 
conditioning: tempering, humidi- 
fying, filtering, deodorizing, acti- 
vating and circulating. The special 
added features of deodorizing and 
activating are obtained by a com- 


(Continued on Page 2, Col. 5) 
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Needed: A ‘Nut? Cracker 


FFORTS of Homer Martin, president of the United 
Automobile Workers, to cast blame upon a “bunch of 


nuts” among his followers for the shutdown of the power 
plants in the Saginaw Valley (Mich.) this week, raise the 
question as to whether the “nuts” in his organization are 
not ripe for cracking. During the past several months the 
cry of “unauthorized strike” has been shouted by labor 
leaders at each new sit-down outburst, yet credit for en- 
suing settlements has been taken by these same leaders 


before their followers. 


Homer Martin must know, and his followers should be 
informed, that the American people will not condone for 
long the substitution of strikes for constituted govern- 
ment, such as occurred at Lansing, Mich., on Monday. 
This strike, which was called in protest over the arrest 


of a union leader’s wife for alleged illegal picketing, is 
definitely beyond the pale of what fair-minded citizens 
consider the rights of labor or any other group. 

While most citizens deplore strikes of any kind, because 
of their economic consequence, there has been a growing 
recognition of the right of workers to strike in protest 

(Continued on Page 4, Col. 1) 





°36 Installment Buying U p; 


Re possession Rate 


By MEL ADAMS 


CHICAGO.—The experiences of 
sales finance companies and auto- 
mobile dealers during 1936 as 
compared with the previous year 
were divulged this week by the 
National Assn. of Sales Finance 
Companies. The compilations ap- 
pear in the current issue of Time- 
Sales Financing, official organ of 
the association, wherein it is also 


stated that the material is being | 


sent out in more elaborate form 
to members and those contribut- 
ing data. 

In the matter of installment 
sales, the statistics in the case 
show that 60.9 per cent of new 
cars were thus sold last year as 





The Top Ten 
PASSENGER CARS 


First Ten in Registrations 
as Reported in ADN Today. 
1937 1936 
Pos. Make Pos. 
1—319,776 Ford 253,193— 2 
2—265,003 Chev. 323,625— 1 
3—170,728 Plym. 155,399— 3 
4— 93,938 Dodge 77,807— 4 
53,145— 6 
65,115— 5 


5— 171,731 Pont, 
6— 65,865 Olds. 
7— 62,810 Buick 49,003— 7 


8—36,900 Pack. 17,375—11 
9— 34,671 Huds.* 32,632— 8 
10—30,441 Chrys. 18,711—10 
* Includes Terraplane. 
Total All Makes 
1,277,716 1,117,194 


See Total Registrations to Date, 1937- 
1936, pages 16 and 17 this issue. 





Drops 


against 58 per cent in 1935, 58.5 
per cent of used cars as against 
62.6 per cent, and 59.4 per cent of 
both new and used as against 60.8. 
The conclusion is that the ratio 
between 1935 and 1936, consider- 
ing grand totals, produced but} 
little variation. 

A smaller proportion of both 
new and used cars was repossesed, 
dropping from 2.7 per cent to 2.2 
per cent for new cars within the 
year, from 10.7 to 7.5 per cent for 
used cars, and from 7.3 to 5.1 per 
cent for the combination of both. 

The amount of substandard 
paper dropped from 34.1 per cent 
in 1935 to 26 per cent last year, 
indicating that the finance com- 
panies and dealers are showing a| 
tendency to discourage risky deals. | 
On this point, the association says: 

“The ratio for new cars de- 


sO 


CIO Head Fears 
Effect of ‘Outlaw’ 
Strikes on Publie 


Roosevelt, Still Definitely 
On Side of Labor, 


Remains Silent 








By WILLIAM ULLMAN 


WASHINGTON. — The 
Supreme Court issue, gov- 
ernment reorganization, and 
foreign affairs all were 
pushed far into the back- 


ground here this week as officials 
in the national capital followed 








(Continued on Page 19, Col. 5) 


UAW Pledges | 
But Strike 


closely, and with evident concern, 
the growing violence on the labor 
front. 

Proof that John L. Lewis, CIO 
chieftain, is not unaware of this 
attitude is seen in the haste and 
heat with which he publicly re- 
buked the undisciplined strikers 
in Flint, Mich., where a handful 
of irresponsible men deprived the 
city of light and power for more 
than 16 hours. 

Furthermore, Lewis is said to 
be thoroughly aware that the 
scores of “unauthorized” walkouts 
recently in the automotive in- 
dustry and in other industries, 
are doing much to undermine 
confidence in his movement, both 
among federal officials and the 
public generally. 

Recognizing this, CIO aides, it 
is understood, have been advised 
to stiffen discipline among their 
cohorts all along the line. 
Whether or not this can be done, 
in a movement based so largely 
upon an emotional, rabble-rous- 
ing appeal, remains to be seen. 
That administration officials here 
will watch with the greatest in- 
terest the result of that effort 
cannot be questioned. 

However, while federal officials 
are concerned over the labor situ- 
ation which is definitely out of 
hand in some quarters, it cannot 
be assumed that the administra- 
tion’s attitude in support of labor 
has changed. In the steel strike, 
for example, competent opinion 
in Washington places the admin- 
istration’s sympathies’ directly 
with labor as opposed to the in- 
dependent steel operators. 

A well-informed spokesman for 
the automotive industry told 
Automotive Daily News here to- 
day that it was his view a vic- 

(Continued on Page 2, Col. 1) 


Faith to GM, 
Stull Continue 


DE TROIT.—Despite a pledge 
given Friday to General Motors 
by executives of the United Auto- 
mobile Workers, to exert every 
effort to live.up to the terms of 
the present contract between the 
UAW and the corporation, six GM 
units were still completely or 
partially closed late Friday by 
unauthorized strikes, directly af- 





fecting more than 37,000 GM em- 
ployes. 

At the time the pledge was 
given, formal notice was filed of 
the intention of UAW officials to 
seek revision of the agreement, 
signed Feb. 11. No specific pro- 
posals were stated in the notice. 

Meanwhile, Homer Martin, 
UAW president, ordered all local 


(Continued on Page 19, Col. 8) 
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Stiffer Discipline Ordered 
Throughout Union Ranks 


(Continued f 


tory for the steel operators might | 
bring sharp reprisals against in- | 
dustry as a whole, with the ad- 
ministration at least attempting 
to bring about even more drastic 
labor relations legislation. 

Another observer asserted that 
“now as never before, real states- 
manship is needed to deal with a 
situation which has reached a| 
critical point.” 

A survey of official opinion this 
week-end reveals that there is, as 


Slash Used Car 
Stocks at Once, 
NADA to Advise | 


DETROIT.—The National Auto- 
mobile Dealers’ Assn. will issue 
a warning in the NADA Bulletin 
to dealers throughout the nation 
next week to begin a reduction 
of used car stocks, now declared 
to be at a peak due to the heavy 
new car sales at this time of 
year and the accumulation be- 
cause of interruption in produc- 
tion in March. 

“For the average new car sold, 
the dealer must take a used car 
in trade, and when he sells that/| 
used car he often must take one 
or more used cars of less value as 
part payment before the original 
deal is finally completed,” the 
Bulletin will state. “When pro- 
duction was resumed in full fol- 
lowing the interruption because 
of labor difficulties, there was an 
unusual rush on the part of new 
car buyers, which has overloaded 
the dealers with used cars. The 
used car market tapers off in 
June and is virtually quiescent 
during the summer months. With 
the introduction of new models 
scheduled a week earlier this fall, 
the wise dealer will be careful 
about tying up his capital in used 
car stocks.” 

The suggestion is made that in- 
stead of trying to dispose of his| 
entire used car stock, however, | 
the dealer should look only at the 
over-supply and reduce it grad- 
ually to normal. An example is 
given of how one successful re- 
tailer, finding himself overloaded 
a@ year ago, set a schedule of re- 
duction at $300 a day for a month, 
and while this was not ac- 
complished every day, the sys- 
tem worked out and by the end 
of June he had only a normal 
supply of used cars on hand. 

“When a factory wants to build 
5,000 cars in a given month,” the 
bulletin will state, “they break the 





| ties have been giving the steel 


time might be a pyrrhic one, 
with costly consequences for 
|}many industries, including the 


rom Page 1) 

stated, a large degree of concern 
over the growing violence on the 
labor front, heightened by the in- 
defensible Flint episode, and a 
feeling that Lewis must act to 
weed out the irresponsible ele- 
ments. That this weeding out 
process must be accomplished 
quickly, in the public interest, is 
a view widely held. 

On the other hand, administra- 
tion officials definitely feel that 
the “heat is off” in so far as the 
sit-down is concerned, and in that 
they are taking some grain of 
satisfaction. 


Government economic authori- 


strike close observation from the 
standpoint of automotive indus- 
try. Recognizing that the indus- 
try has been a leader in the whole 
recovery movement, these author- 
ities point out that a stoppage or 
a slowing down of automotive 
production, due to lack of ma- 
terial, would have the most seri- 
ous national repercussions at this 
time. 


The fact that the CIO agree- 
ments with the largest producers 
apparently insure against such a 
contingency, at least for the 
present, is a source of distinct 
relief to officials who are firmly 
convinced that continued, un- 
interrupted activity in the auto- 
motive industry as a whole is| 
essential to the national welfare. | 

On this score it is shown that 
while there have been numerous 
brief stoppages of production in 
the industry recently, and some 
strikes now are in progress, pro- 
duction generally has been going 
forward and is running above 
last year. 

In summation, it may be said 
that the chief center of interest 
at the week-end in Washington 
was the steel situation; with the 
opinion crystallizing among the 
best informed and farthest-see- 
ing observers that a victory for 
the independent operators at this 


automotive. 


Form Fleet Sales Co. 

CLINTONVILLE, Wis.—P. G. 
Fitzpatrick, who for the past four 
years has been handling national 
account sales for the Four-Wheel 
Drive Auto Co. here, has established 
the Fitzpatrick- Thornton Tandem 
Fleet Sales Co., with headquarters in 
New York, to sell Thornton four | 
rear wheel drive units, designed for 
use on Ford, Chevrolet and other 


© — 
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Lewis Fears Effects of ‘Unauthorized’ Strikes 





Chevrolet dealers, Leland Cutler, 





AT THE GROUND BREAKING for the new San Francisco auto- 
mobile building of Ernest Ingold, Inc., one of the nation’s largest 


International Exposition, congratulates Ingold, president of company. 


left, president of the Golden Gate 





DES MOINES.—The continued 
support and approval by the Des 
Moines Automotive Dealers’ Assn. 
of the Des Moines ‘honor plan’ of 
checking on the competitive ap- 
praisals of trade-ins has been an- 





Dodge Announces 
Personnel Shifts 


DETROIT.—Several shifts in 
regional and field personnel have 
been announced by Forest H. 
Akers, Dodge director of sales. 


C. F. Johnson is transferred 
from Dodge central service to 
the Minneapolis region as South- 
ern Minnesota district represen- 
tative; his headquarters will be 
at Mankato. E. C. Wheeler is 


truck representative with head- 
quarters at Salt Lake City. 

C. W. Dessart, Washington dis- 
trict representative in the Phila- 


Washington post vacated by Des- 
sart is filled by W. T. May. 


R. H. Granger is assigned to 
the Minneapolis region as truck 
representative, with headquarters 
at Bismarck, N. D., while E. D. 
Thompson is assigned to the Dal- 
las region as Houston district 





light trucks, to national accounts 





5,000 into days. If there are 25 
working days, the forecast is 200 
a day. The same method in re- 
verse, can be applied in liquidat- 
ing an over-stock of used cars. If 
it is desired to reduce $10,000 of 
used car stock in a given month, 
it can be done on the basis of $400 
a day. If the reduction is not 
reached each day, why go blindly 
ahead and take in more used cars 
that make the reduction problem 
harder?” 


R. I. Truckmen to Fight 
Road Fund Diversion 


PROVIDENCE, R. I.—Diversion 
of highway funds would be 
banned by amendment of the 
state constitution under a pro- 
posal advanced Thursday night by 
William Harrall, president of the 
Rhode Island Truck Owners’ 
Assn., at a meeting of the group’s 
board of directors. 

Charging that the highway fund 
“repeatedly is raided to obtain 
money for other purposes,” he 
contended “if this practice con- 
tinues, the cost of highways will 
be thrown upon taxpayers gener- 
ally, or highways will be neg- 
lected.” 


exclusively. 


representative. 








UNUSUALLY HIGH GASOLINE MILEAGE is reported given by 
this 1937 Willys taxicab, put into service by the Yellow Cab Co., at 
Toledo. It is said to be the first Willys put into cab service, and the 
operator reports that he is getting as high as 26 miles per gallon 
from it, even in city traffic. 


‘Honor Plan’ Euine Added 
Support in Des Moines 


assigned to the Seattle region as | 


delphia region, has _ been ap- | 
pointed regional merchandising 
manager in Philadelphia. The 





nounced by C. G. Van Vliet, secre- 
tary. 

“As a result of these reports,” 
Van Vliet says, “dealers have a 
means of comparing trade-in ap- 
praisals of others with their own, 
and also checking up the variance | 
of first quoted prices with that of 
the closing sale.” 

The Des Moines honor plan as 
enforced in the Des Moines asso- 
ciation since April 10 requires 
|} each conforming member to: 


Mail all appraisals made or 


Old-Time Dealers 
To Attend Pontiac 
Monthly Meeting 





PONTIAC.—Pontiac’s June mer- 
chandising conference next Mon- 
day will be featured by the pres- 
ence of many of the company’s 
oldest dealers from the standpoint 
of years of representation. 

C. P. Simpson, general sales 
manager who presides at the 
monthly conferences, decided to 
make the June meeting one of old- 
timers. One dealer from each of 
the company’s 26 zones will be 
present. Most of them have han- 
dled Pontiac cars since its intro- 
duction 11 years ago. 

Discussions will center on many 
phases of merchandising. Each 
department head will conduct the 
discussion of his particular sub- 
ject, including F. A. Berend on 
advertising; S. C. Bray, sales pro- 
motion; L. K. Marshall, service; 
J. H. Otis, parts and accessories, 
and R. A. Dickinson, dealer man- 
agement. 

Dealers in attendance will in- 
clude: A. C. Hine, A. C. Hine Co., 
Hartford, Conn.; D. T. Hersey, 
Motor Car Co. of N. E., Brookline, 
Mass.; Lloyd Hoagland, Hoag- 
land’s Garage, Somerville, N. J.; 
A. W. Golden, A. W. Golden, Inc., 
Reading, Pa.; L. P. Steuart, L. P. 
Steuart, Inc., Washington, D. C.; 
Webster Krupp, Webster E. 
Krupp, St. Albans, Vt.; Carl Long- 
necker, Longnecker Motors Sales, 
Erie, Pa.; S. M. Sidle, Sidle Motor 
Co., Brownsville, Pa. 

Walter and Herman Staebler, 
Staebler & Sons, Inc., Ann Arbor, 
Mich.; George Close jr., Close Mo- 
tor Sales Co. Toledo; E. B. 
Swingle, Swingle Motor Co., 
Zanesville, O.; A. B. Clark, Brook- 
ville, Ind.; H. A. Wehmeier, Com- 





offered on new car deals to| 
the central office, before the close 
of every day. 

Mail final allowance made on 

a new car deal closed to cen- 
tral office at once. 
3 Delegate authority, during the 
e operation of said plan, to the} 
bookkeeper to permit secretary or 
his agent, to check appraisal or 
final allowance made on new car 
deals closed, from the final book- | 
keeping entry at any time during | 
business days. ; 

That it is understood and 

agreed that no information of 
any character, affecting appraisals 
or allowances on file in central of- 
fice shall be asked for by any one 
and, or volunteered by central of- 
fice, except in the published re- 
ports when delivered each week 
in meetings assembled and copies 
later mailed to absentees and 
further that only one copy shall 
issue to each member. 





That it is understood, all non- 

competitive appraisal slips will 
be returned to the respective mem- 
bers, at the end of each four 
months period. 

The reports sent each week so 
far have shown that in most cases 
only two, three or four dealers 
are visited for competitive ap- 
praisals. The report shows the 
name of the purchaser, the deal- 
ers (those making delivery and 
other bidding) the year of used 
car, the make and type, and first 
and second allowance and the de- 
livered price of the new car. 


The list also gives the names of 
purchasers of new cars without 
trade-ins and the discount given 
them. 


N. Y. Nash Sales Jump 


NEW YORK.—Retail deliveries of 
Nash and LaFayette cars in the 
New York district in May were 85 
per cent over those of the corre- 
sponding month of 1936, it is an- 
nounced by R. H. Israel, president 


munity Motors, Inc., Chicago; 
James McClure, McClure’s Modern 
Garage, Calumet, Mich.; Chas. E. 
Meyer, Chas. E. Meyer Motor Co., 
Belleville, Ill.; C. D. Wolfley, 
Wolfley Auto Co., St. Joseph, Mo.; 
Dean Schooler, Schooler Motor 
Co., Des Moines, Ia.; Hans Mar- 
cusen, Park Motor Co., Austin, 
Minn.; T. I. Gillam, Motor Sales 
Co., Henderson, S. C.; W. A. West- 
wood, Westwood-Waldron, Inc., 
St. Petersburg, Fla. 

Emmet Morgan, Morgan Bros. 
Motor Co., Selma, Ala.; W. F. 
Foster, L. S. Anderson Motor Co., 
Paducah, Ky.; H. F. Snelling, 
Chieftain Motors, Inc., Oklahoma 
City; Marcus H. Clark, Marcus H. 
Clark Co., San Antonio; Tom 
Lynch, Tom Lynch Motor Co., 
Denison, Tex.; E. H. Schuch, 
Schuch Motor Co., San Angelo, 
Tex.; W. I. Elliott, W. I. Elliott 
Co., Sacramento, Calif.; Roy Hel- 
geson, Fox and Helgeson, River- 
side, Calif., and W. O. Wikstrom, 
Wikstrom Motors, Inc., Yakima, 
Wash. 

The program will be concluded 
with a banquet in the evening at 
the Hotel Statler. 


Auburn Division 


Plans Air Unit 


(Continued from Page 1) 


pact ozone generator which de- 
stroys odors by oxidation, and an 
ionizer for electrically activating 
negative ions in recirculated in- 
door air. The unit may be oper- 
ated automatically or manually, 
and is installed in the basement 
or furnace room of the house in 
conjunction with the hot air heat- 
ing plant. It is also available for 
use with hot water or steam heat- 
ing plants at a small additional 
cost. 

A new production line has been 
added at the Central plant for 
building this unit with deliveries 








of Nash Motors Co. of New York, 
Inc. For the first eight months of 
the 1937 model year, retail business 
was up 78 per cent from the figures 
of the similar months of 1935-36. 


starting about June 15. It will be 
sold through utility companies, 
plumbers, heating contractors and 
distributors. 
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Wash. License Director Hits False Registrations 


Practice Declared F elony 
In Open Letter to Dealers 


SEATTLE.—False registration 
of motor cars was declared a fel- 
ony by the Washington depart- 
ment of licenses this week in an 
open letter addressed to motor 
vehicle dealers of the state. 

The letter, written by Harry C. 
Huse, director of licenses, threat- 


Ala. Dealer Assn. 
Told Not to Snub 
Organized Labor 





MONTGOMERY, Ala. — Mem- 
bers of the Alabama Automobile 
Dealers’ Assn. were advised not 
to “snub” organized labor “when 
-it comes into your business,” in an 
address at the annual convention 
here June 4 by Edward Payton, 
Cleveland economist. The dealers 
discussed the labor situation at 
length as CIO organizers are now 
working among garagemen in the 
state. 

H. L. Peterson, of Decatur, 
president of the Hill Chevrolet Co., 
was elected president of the as- 
sociation to succeed Don Drennen 
of Birmingham. C. E. Anderson 
of Birmingham was elected execu- 
tive secretary. 

Following an address by State 
Senator Hayse Tucker of Tusca- 
loosa, an automobile dealer, the 
association adopted a _ resolution 
calling upon “all business men to 
take an active and continued in- 
terest in our government and 
those admiistering it.” Tucker 


urged that more study be given | 


to tax levies and distribution. 


Bowes to Head 


Hupp Service 


DETROIT.—W. A. McDonald, 
Hupp vice-president and director 
of sales, has announced the ap- 
pointment of J. 
F. Bowes as di- 
rector of serv- 
ice. Bowes has 
been connected 
with the Hupp 
organization 
since 1922. 

His experience 

in service man- 
agement ex- 
tends back to 
1911 when he 
became service gy Ff Bowes 
manager with F. ; 
A. Roethke, the Hupp distributor 
at Norfolk, Va. Later Bowes 
served with Packard for two years 
in the final inspection department 
before becoming service manager 
of the Gamble Motor Car Corp., 
Hupp distributor in Chicago. He 
returned to the Hupp organiza- 
tion as service manager of the 
Detroit branch and from that 
position was brought to the fac- 
tory as technical manager of 
service and later, in 1935, pro- 
moted to the position of director 
of service. 


Ford Sales Set 
Detroit Record 


DETROIT.—Sales of Ford V-8 
units in Wayne county (Detroit) 
set a seven-year record in May, 
registrations totalling 5,155 units, 
it was announced this week. The 
total was the largest for May 
since 1930. 

May registrations of all makes 
reported by R. L. Polk & Co. 
reached a total of 15,164, the high- 
est for the month since 1929. The 
Ford share was over one-third of 
the total. 

On May 29 alone, the day pre- 
vious to the Decoration Day holi- 
day, 449 Ford V-8 units were reg- 
istered. 








ens prosecution of all guilty of 
the practice, which may lead to 
ten years in prison. 

“We have just concluded an in- 
vestigation of the activities of 
various dealers in new cars who 
have adopted the practice of li- 
censing fictitious cars for the sole 
purpose of showing an increased 
volume of new car sales,” the let- 
ter reads. 

“Some of these applications bear 
fictitious names, and others the 
names of employes and members 
of the dealer’s organization, who 
have no doubt been required to 
sign without realizing the penalty 
for so doing. These applications 
also bear a dealer’s report of sale, 
which involves the dealer in ad- 
dition to the applicant for license. 
License plates and certificates are 
no doubt being held by the dealer. 

Section 12, Chapter 188, laws of 
1937, reads in part as follows: ‘Any 
person who shall knowingly make 
any false statement of a material 
fact, either in his application for 
the certificate of ownership, or in 
any assignment thereof .. . shall 
be guilty of a felony, and upon 
conviction shall be punished by a 
fine of not more than $5,000 or by 
imprisonment for not more than 
10 years, or both such fine and 
imprisonment.’ 


“In order to stop this practice | 


immediately and clear our files of 
false registrations, we suggest that 
each dealer furnish us with a 
complete and true list of all fic- 
titious registrations that he has 
made and return the license plates 
with the certificates. Refund of 
license fees will not be made. 


“This department is of the opin- 


ion that after this has been done | 


the matter will be dropped as far 
as we are concerned. 

“If the dealers fail to submit 
such a list on or before July 1, 
1937, we will place the evidence 
we have in the hands of the state 
patrol with instructions to prose- 
cute.” 

The order herein issued follows 
a conference recently held 
Olympia at which Huse, William 
Cole, chief of the state patrol, 
Ralph Stacy, King county treas- 
urer; his deputy, Edw. Streeter; 
S. S. Sayres, president of the Se- 
attle Automobile Dealers Assn., 
and Carl R. Heussy, association 
manager and well known Seattle 
attorney, were present. 


Reo Shipments 
Smash Records 


LANSING.—AIl records for Reo 
truck and bus shipments for the 
past eight years were shattered 
last month according to Elijah G. 
Poxson, general sales manager. 
Shipments for May, 1937 exceeded 
those of any previous month since 
May, 1929. 

They also exceeded by wide 
margins Reo’s combined totals of 
passenger cars and trucks for all 


but a few scattered months during | 


that period, including one stretch 
of 42 consecutive months. 

Since September, 1936, Reo has 
devoted its entire resources to 
commercial vehicles—Speed Wa- 
gons, heavy duty trucks and 
safety buses. 

“Soundness of this program,” 
said Poxson, “is attested not only 
by May’s record-breaking ship- 
ment, but by the large bank of 
unfilled orders still on hand, and 
the continuing heavy demand for 
Reo trucks.” 


Asks Labor License 


MADISON, Wis.—Labor organ- 
izers would be subject to a $100 an- 
nual license fee and _ business 
agents of unions a $25 fee under 
the provisions of the McIntyre bill 
introduced in the state assembly. 


in | 





FACTORY-SUPERVISED INSTRUCTION in reconditioning of 
used cars is part of Chevrolet’s new national used car merchandising 


| Plan. Above, left to right, are: H. C. Howard, P. W. Williams, and G. 


R. Weeks, assistant regional managers for Chevrolet’s southeastern, 
eastern and Atlantic coast regions, respectively, receiving instruction 
in headlamp testing from C. W. Wood, national director of service. 
Below, W. G. Lewellen, left, takes a lesson from Wood in the modern 
method of bumping out a fender during the process of preparing a 


| used car for resale. Lewellen is assistant general sales manager in 


charge of used cars in the western half. 


Reconditioning 


Standardized 


In New Chevrolet Program 


DETROIT.—Development of} 
Chevrolet’s new national used car 
merchandising organization has 
progressed to the point where 
factory-supervised instruction in 
the reconditioning of used cars is 
being given dealers’ service me- 
chanics throughout the United 
States, it was announced this 
week by W. E. Holler, general 
sales manager. 

A series of special schools for 
the training of service men in re- 
conditioning procedure is being 
held in the company’s 47 zones 
from coast to coast, Holler said. 
The men who conduct the classes 
have just undergone a thorough 
course of instruction at Detroit, 
during which modern methods and 
equipment for the work were 
demonstrated. The result is a 
complete standardization of the 
reconditioning job, along lines as- 
suring prompt, proper, and eco- 
nomical preparation of trade-ins 
for re-sale, Holler asserted. 

Referring to his earlier state- 
ment that the national used car 
department was a step in the in- 
terests of the motoring public as 
well as of the company and its 
dealers, Holler cited the recondi- 
tioning schools as proof of the 
assertion. 

“The substitution of uniform 
procedure in the reconditioning of 
used cars, for the widely-varying 
practice which prevails generally, 
can not help reacting in the inter- 
est of owners,” he said. “The fac- 
tory has set up definite standards 
of what constitutes ‘proper’ re- 
conditioning, and the training of 
service men assures the adoption 
of these standards throughout the 
dealer organization. 

“The purpose of the entire na- 
tional used car operation, of 
course, is to facilitate our dealers’ 





‘used car activities in the one way 
in which that can best be done. 
That, as we see it, is by raising 
the level of satisfaction which 
buyers derive from their invest- 
ment in Chevrolet dealers’ used 
cars, The dealer organization sees 


| eye to eye with us on this subject, 


and is co-operating fully. 

“In its effects on the buyers of 
used cars, the reconditioning pro- 
gram is the most important fea- 
ture of the new operation. For it 
is the condition of the car which 
determines the _ satisfaction its 
owner will derive. With the co-op- 
eration of the service and mechan- 
ical department, the used car 
merchandising group has worked 
out a complete program, notable 
for its thoroughness, The program 
strikes a balance between me- 
chanical and appearance factors, 
producing a product which will 
not only yield long trouble-free 
service but permit the owner to 
take pride in its appearance as 
well.” 


May Studebaker Sales 
In Canada Show Rise 


WALKERVILLE, Ont.—Steady 
rise in Canadian Studebaker sales 
is evidenced in a report recently 
released by M. S. Brooks, vice- 
president and general manager 
of the Studebaker Corp. of 
Canada, Ltd. 

Total factory shipments during 
the May just passed were more 
than 24 per cent greater than for 
the same month of 1936. For 
the five months since Jan. 1, 
Studebaker factory business 
based on the number of units 
sold has shown an increase of 
36.7 per cent over the equivalent 
period of last year. 








3. 


Northrup Cites 
Rising Interest in 
Automatic Shifts 


DETROIT.- — Owing to the 
growing public interest in auto- 
matic transmissions, the engineer- 
ing fraternity 
has been watch- 
ing the progress 
made by tech- 
nicians on the 
transmission 
problem, partic- 
ularly from the 
standpoint of 
driver control, 
according to H. 

Murray North- 
rup, chief engi- 
neer, Hudson Hf, M. Northrup 
Motor Car Co. 

“For over 10 years,” Northrup 
asserted, “this development has 
been gathering momentum and 
intensity with the result that tre- 
mendous progress has been made. 


“Among the more valuable re- 
sults achieved to date is in- 
cluded the ability to pre-select 
the gear and automatically shift 
without touching the clutch pedal 
or using the left foot, a method 
which, in connection with Hud- 
son’s designs, we have named the 
‘selective automatic shift.’ 

“With this system there is no 
need to touch the clutch pedal 
when coming to a complete stop, 
in starting or in going into re- 
verse gear. Clutch action under 
all these circumstances, as well 
as in changing gears, is fully 
automatic. The left foot need 
never be used in the operation 
of the car, even when quick stops 
are made or in working the car 
out of a confined space. 

“In the variety of transmis- 
sion designs that have been 
studied during the past few years, 
we have come to consider the 
fully automatic transmission 
without any hand control at all, 
as too complicated for practical 
purposes on passenger cars. 
Furthermore, with these fully 
automatic types, there are times 
when the driver must stay in a 
definite gear against his judg- 
ment or wishes. 

“Hudson has nearly three years 
experience behind its_ selective 
automatic type of transmission, 
which includes the ‘electric hand’ 
unit. About 130,000 Hudsons and 
Terraplanes have been driven by 
their owners to a total of well 
over a thousand million miles 
equipped with the electric hand 
unit, which has been offered as a 
standard option since 1935 models 
were introduced.” 


Boston Dealers 


Choose Ordway 


BOSTON.—The Boston Automo- 
bile Dealers Assn. elected Fred A. 
Ordway president at its annual 
meeting here. He is president and 
treasurer of the Henley-Kimball 
Co., Hudson and Terraplane dis- 
tributor for New England, and . 
has been in the motor industry 
since he began as a Hudson deal- 
er at Manchester, N. H., in 1909. 

Allen M. Fay, president of the 
C.F. Fay Co.,Chrysler and Plym- 
outh distributor, has been in the 
business since he ended his serv- 
ice in the World War, F. A. 
Hinchcliffe, named _  secretary- 
treasurer, goes back to the days 
of the Winton, when he was its 
branch manager. 

Directors named were Albion L. 
Danforth, president, Cadillac 
Automobile Co. of Boston and also 
an Oldsmobile dealer; F. W. 
Nichols, secretary of the Noyes 
Buick Co.; Otto A. Lawton, pres- 
ident of Lawton-Kenmore Motors, 
Inc., De Soto distributor; George 
W. Sweet, president, Studebaker 
Sales Co. of New England, and 
Harold C. Hart, president of Nash 
New England Co. 

















































; Founded 1925 
} - oot 
| Automotiue Baily News 
: The National Newspaper of America’s Greatest Industry 
Published every Wednesday and Saturday at 
DETROIT, VU. S. A. 


Cable Address — AUDANE, Detroit 


Fifth Floor, New Center Building. Telephone Trinity 2-3500 
New York—545 Fifth Ave. Washington—Chandler Bldg. Chicago—307 N. Michigan Ave. 
Murray Hill—6-0104 National 4303 Franklin 2508 








Chris Sinsabaiigh, Editor George M. Slocum, Publisher 
8B. B. Crighton, Business Manager; Wm. C. Callahan, Managing Editor; 
Wemhoff, Associate Editor; Jack Weed, Editor Trailer Trade Section; 
Kruspak, Eastern Advertising Manager; Willard Cotton, Western Ad- 
vertising Manager; Colin M. Seip, Special Representative. 


RESIDENT CORRESPONDENTS 


WALL STREET—C. J. Alexander SAN FRANCISCO—Leon J. Pinkson 
CHICAGO—Mel Adams Al Waddell 

ATLANTA, GA.—J. H. Reed KANSAS CITY, MO.—H. H. James 
MINNEAPOLIS—George Smedal LOS ANGELES—Larry Barnard 
AKRON, O.—A. L. James DALLAS, "TEX.—J. A. Webb 
WASHINGTON, D. C.—William Ullman SEATTLE, WASH.—D. M. Trepp 


war 


and 


Subscription: ONE YEAR $6, TWO YEARS $10, for United States and Canada, 

also Mexico, Cuba and Panama. To other countries, one year $9.00. Single 

copies 10c. Advertising Rates: See Standard Rate and Data, or write for rate card. 
No Free List! 

Entered as second-class matter Post Office, Detroit, under Act of March gi 1879. 

Copyright 1936, Slocum Publishing Co. Printed in U.S.A. 











One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, Wholly through 
the dissemination of NEWS which is timely, 
authentic and of value—(ADN 6-10-1933) 


12 TH. YEAR 
LTE EGET 











SATURDAY, JUNE 12, 1937 


Needed: A ‘Nut’ Cracker 


(Continued from Page 1) 


against what they consider unfair treatment by employ- 
ers. To misuse this strike power to the discomfort and 
inconvenience of the entire population of a city the size 
of Lansing, in order to force the release of persons ar- 
rested by duly appointed officers of the law, is something 
else again. Martin should recognize this, and in fairness 
to his organization and the people of Lansing, proper dis- 
eiplinary action is in order. 


In the same way, the shutting off of power to the 
Saginaw Valley, with its resultant losses of employment 
and trade, which followed within a few hours the signing 
of an agreement in Washington to end the disputes under 
discussion, is another shining example of union bullying 
that does much to besmirch the bright picture which 
union organizers have drawn for gullible workers in this 
Michigan area. There is a growing feeling that both the 
Lansing and Saginaw incidents were big-stick waving on 
the part of the union itself to show what it can do if it 
wants to. Until Martin takes some disciplinary action in 
these cases, the sincerity of statements, that the leaders 
of these uprisings were a “bunch of nuts” acting without 
union sanction, is open to skepticism. 


Up to now most strike activity has been directly be- 
tween the employer and the employe, with the public suf- 
fering only indirectly. The past week’s incidents, how- 
ever, have been aimed directly at the public. On this basis 
it becomes the duty of public officials to determine beyond 
question of doubt where the responsibility for such out- 
bursts rests. The possibility of mob rule under the guise 
of strikes offers too great a public hazard to be permitted 
to go unchallenged by state officers. 





Boon to Used Car Buyers 

B SGISLATION to end used car dumping already has 

been adopted in 10 states and is proving of value not 
only to the dealers, who for years suffered from com- 
petition from the fly-by-night itinerant dealers, but to the 
used car buyers as well. This is a point which, perhaps, 
dealers within the states having such laws have not 
stressed with sufficient vigor. Since many of these state 
laws stipulate certain requirements as to condition of the 
cars offered for sale, validity of title and so forth, the 
used car buyer need have little hesitancy in making pur- 
chases, so long as he trades with a bona fide dealer com- 


plying in full with the law. 
A DEFINITE expression of confidence on the part of the 
public that the nation is on its way back to pros- 
perity is contained in the report of the National Assn. of 
Sales Finance Companies that during 1936, installment 
sales increased to 60.9 per cent of all retail car purchases. 
Car buyers usually are cautious and this willingness on 
the part of a greater number of buyers to assume indebt- 
ness can mean only that they expect to be able to meet 
those obligations in the future. 


Installment Buying Gains 


Bernard J. 





GIVE UP 
HOPE! 


front. The deciding factor in any 
American emergency rests with 
the swing of public opinion. No 
one can doubt but what John Q. 
Public is getting pretty well fed 
up on the present so-called labor 
unions’ high-handed methods. The 
episodes at Lansing, Flint, Sagi- 
naw and Monroe _ proved it. 
Massed labor in one factory looks 
like a pretty formidable army, 
but their numbers are puny when 
you stack them up alongside of 
the rest of the civilian population 
of any city or town for that 


matter. 
ok * a 


THE LANSING affair lasted 
one day, cost the workers of that 
one town $80,000, was “unauthor- 
ized” by the union heads and 
gained not anything but a day’s 
hectic vacation. It served, how- 
ever, to introduce one novel fea- 
ture, the complete stoppage of a 
city’s normal activities by the 
massed parking of cars in the 
downtown streets. Such original 
inventive genius is certainly typi- 
cally American. But the more 
important lesson which labor 
learned from the Lansing episode 
was that the youth of America, 
as represented at the Michigan 
State College, were not to be 
trifled with. The ducking of sev- 


eral labor agitators who at- 
tempted “to take over the col- 
lege,” by a cheering mass of 


husky students, a large percent- 
age of whom come from the 
farms and small towns of Michi- 
gan, ought to be convincing 
argument as to where the new 
generation stands in the present 
controversy. 
+” * * 


IN THE SAGINAW valley, 
which covers a half dozen im- 
portant automotive manufactur- 
ing centers including Pontiac, 
Flint, Saginaw and Bay City, the 
UAW affiliates in the Consumers 
Power Co., drunk with their new 
importance, pulled the switches. 
It was their second offense to 
public decency and responsibility 
in a single week. It brought 
forth from Gov. Murphy the in- 
stant demand that they cease and 
desist, or else! The public will 
hardly tolerate the stoppage of a 
utility such as electricity when 
they read the stories of hospitals 
without power, homes without 
heat or light, babies without milk. 
Suddenly it dawns on us that 
electricity is as necessary to our 
daily lives as the very air we 
breathe. “We didn’t authorize 
it!” said the labor heads. “Then 
you admit starting something 
that you cannot control,” said the 
public and thus labor lost in one 
battle more than it will ever be 
able to regain. 

a * a 


SO WROUGHT UP during the 
week had this state become, that 
when the officials at Monroe an- 
nounced frankly that the more 
than two-thirds of the Newton 
Steel plant employes who wanted 
to go back to work would be 
given that privilege, there was no 
word of criticism raised. The 
chief of police swore in 100 
needed officers from the citizenry 
of Monroe. The faithful Legion- 
nairres donned their blue uni- 
forms and took over the normal 
police duties of the town. The 
loyal workers said here we come. 
The way was cleared with harm- 
less, but none the less effective, 
tear gas bombs and the men 
walked through the picket lines 
into the plant and took up their 
normal night shift jobs. 

* * * 


SO DON’T give up hope! Bad 
as it may look to you from the 
press dispatches, Michigan is 
slowly but surely emerging from 


DON’T A trained war-time 
correspondent would 
undoubtedly report of 
the past week’s activi- 
ties in Michigan that the UAW 
definitely lost ground on every 















































Jesse James Rides Again 


in This 


Corner 


The views expressed in this column are those of our readers 


and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Author! Author! 


Certainly got quite a kick out 
of the contribution Hubert Roy 
made to Chris Sinsabaugh in his 
column. 

Some climaxes in Broadway 
plays come at the end of the third 
act. 

The kick that came to me from 
Hubert’s playlet was in next to 
the last paragraph— 

Owner: You’re a vunder—I make 
you sales manager. Such technique 
(suspiciously). But, say, a _ sales- 
man like you—tell me vy you left off 
selling ottomobiles—eh ? 

Salesman: Automobiles? — didn’t 
you hear? They’ve started advertis- 
ing the delivered price. 

Owner: Ohye—vot a mistake! 

I'll bet it went over with a bang 
at the Adcraft Club.—G. V. Orr, 
Chrysler Motors of California, 
Los Angeles, Calif. 


McFarlan 


I was in my club the other day 
with the end in view of attempt- 
ing to find someone, possibly in 
New York, that I could write to 
about the old McFarlan car that 
was made in Connorsville, Ind., 
some years ago. I have had a 
seven-passenger sedan of their 
late models on blocks for six or 
seven years and started it this 
spring. As I understand it, some- 
one went down to Connersville 
several years ago and bought up 
all the parts pertaining to this car 
and took them up to Kokomo, 





its troubles. Like the giant 
Gulliver it is casting off the web 
of the tiny Lilliputians whom 
some feared might permanently 
ensnare it. You recall that in 
October, 1918, many were predict- 
ing “four years more” and yet six 
weeks later the war was over. 
Labor itself is beginning to add 
up its gains and its losses, which 
proves to me, at least, that 
Armistice Day is much nearer 


than we suspect.—G.M.S. 








Ind., to serve this car, for a time 
at least. 


I presume that this has now 
gone out of existence for the rea- 
son that I have written to Ko- 
komo under the name of the Mc- 
Farland Motor Car Co., which is 
the name that they used to use, 
and I have had no reply. 

While this car is old in years, 
it has been run but little as only 
about 25,000 miles are on the 
speedometer. My purpose in writ- 
ing you is to ascertain if you 
know of any point where parts for 
this can be obtained, especially 
the engine. No doubt the manu- 
facturer of the engine is still in 
existence, but there is no identi- 
fication mark on the motor that 
I can find. 


This was in our late high water 
and I lost everything pertaining 
to cuts, instruction books, etc., 
that came with this car and for 
that reason I am unable to iden- 
tify a single part pertaining to 
the care, more especially to the 
engine. 

In order to clean this motor up 
and reset the valves, it is neces- 
sary to have new head gaskets 
and I can’t even buy them, es- 
pecially when I am unable to 
identify them through catalog 
numbers or cuts that naturally 
are furnished with cars when they 
are new. 

I enclose a self addressed postal 
card and respectfully ask that if 
in any of your files, you know of 
any one who can service this mo- 
tor, kindly give me their name 
and address which will be greatly 
appreciated. My memory serving 
me right, this car was known as 
a 1925 or 1926 model.—Amos J. 
Corey, Louisville. 





Epitor’s NOTE: The plea for help 
from Mr. Corey is reprinted above 
in the hope that some reader of ADN 
may be able to assist him in obtain- 
ing parts for his aged McFarlan. 
Any reader having available parts, 
or knowledge of where they can be 
obtained, should write directly to 


Automotive Daily News, Detroit. 





1 prc has been the envy of the industry for the unbroken line of 
successes it has given to its dealers. For five consecutive years, Olds- 
mobile has been the acknowledged Style Leader. The 1933 model started 
a new trend in motor car design and doubled Oldsmobile’s business over 
the preceding year. In 1934, another Style Leader doubled sales again. 
The 1935 Oldsmobile, acclaimed as “The Car That Has Everything,” was 
again the year’s outstanding car... and again doubled the previous year’s 
business. Sales pyramided once more in 1936 with cars that set a new high 
in styling. And this year, with two cars that are different from each other, 
and different from anything else on the road, Oldsmobile’s factories have 
been booked to capacity. Oldsmobile dealers can build a sound and profitable 
business because they sell a line that repeats its successes year after year, 
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Dodge ige Adopts ‘Blue Seal’ to Earmark Used Cars 


‘Reconditioning « of Vehicles 


College Offers Full Course 


In Automotive Engineering 


HIGHLAND PARK, Mich. A 
major course in automotive engi- 
neering, 
ever offered by a full-time degree- 
granting college, has been an- 
nounced for the fall semester at 
Lawrence Institute of Technology 
here. Five years of study will be 
required for the degree of Bache- 
lor of Science in Automotive En- 
gineering. 

In the past, universities and col- 
leges have offered a few automo- 
tive courses under the mechanical 
engineering division but adequate 
preparation in this manner is dif- 
ficult to obtain, the Lawrence an- 
nouncement said. 


Among the subjects listed under 


declared to be the first) 


the Lawrence Institute program 
are included: auto parts and ac- 
cessories, auto industry, auto ma- 
chine design, auto tools and dies, 
auto chassis construction, auto- 
motive steels, auto body design, 
auto and aircraft engines, ma- 
terials handling, plant arrange- 
ment, and automotive engineering. 
These specialized courses include 
approximately one-fourth of the 
total requirements for graduation 
and are calculated to acquaint the 
student with every phase of auto- 
motive design and production. The 
final course in automotive engi- 
neering is introduced to summa- 
rize and show the interrelation of 
all preceding courses. 


“Since Detroit is the automotive | 
center of the world, this is a good | 
location for a special course serv- | 
ing the industry, to be initiated,” | 
the announcement said. “Many | 
hundreds of engineers are em-| 
ployed in plants within a small! 
radius of Detroit-and in the past 
it has been necessary for them to| 
obtain most of their specialized | 
training directly from the _ in- 
dustry. 

“Many of the specialized sub- 
jects will be given in evening} 
classes on Monday, Wednesday 
and Friday. The regular faculty 
will be augmented with specialized 
automobile engineers from Detroit 
industry in order that the courses 
may have a high practical value. 

Men who have graduated from 
a recognized college in Mechanical 
Engineering may earn a Bachelor 
of Automotive Engineering degree 
in one and one-half to two years 
of evening classes. 


Must Follow Factory Plan 


DETROIT.—A three-day meet- 
ing of merchandising executives | 


|and field representatives of the | 


Dodge division of Chrysler Corp. 
has just ended at Hotel Statler | 
here. This local conference is be- 
ing duplicated in 12 other cities. 

The Detroit conference, called 
by J. W. Hutchins, manager of the 
Detroit region of the Dodge or- 
ganization—and addressed by E. 
Poag, director of merchandising 
and advertising, and C. E. Sering, 
director of used vehicle merchan- 
dising—marked the final perfec- 
tion of and nationwide introduc- 
tion by Dodge of a uniform used- 
car selling policy which after a 
year’s trial is being adopted as 
standard practice for the com- 
pany’s dealers. 

The plan is known as the Blue 
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at their finger-tips through 


@ LEARNING the latest price at the earliest possi- 


ble moment is competitively important to salesmen 


of the Chase Brass & Copper Co., Incorporated. Here 


the teletypewriter proves its metal. By Teletypewriter 


Conference Service, price changes announced from 


headquarters are simultaneously reproduced in type form 
at eleven sales offices throughout the country. Salesmen 
are better informed, customers better served. 


Chase uses teletypewriter service wherever speed and 


accuracy are crucial. 
record of all transactions at 


carbon copies, if so desired, 


It provides an exact, typewritten 


all points of contact, with 
for specified departments. 


Your business, perhaps, can benefit by its 
use. Call your local telephone office and a 
Bell System representative will gladly help 


you find out. 


Seal Triple-Check used car pol- 
icy; under it, regularly appointed 
Dodge merchants assume an ad- 
ditional, formal used car status 
conferred on dealers only after 
| formal application and upon 
pledging their full adherence to 
the provisions of the plan. 

The Dodge Blue-Seal Used-Car 
dealer appointment is attested by 
a certificate and by the display of 
Blue Seal Used-Car signs. 

Dealers displaying the used- 
car insignia will sell vehicles in 
three distinct classifications—new 
vehicles, Blue Seal vehicles, and 
used cars. Under Blue Seal pro- 
cedure, traded-in used cars may 
be marked as Blue Seal used cars 
only after they have been put 
through a factory-prescribed rou- 
tine designed to safeguard the in- 
terests of used-vehicle purchasers. 


“The Blue Seal plan now put 
forward by the Dodge sales 
management is one of the most 
advanced steps yet taken by a 
manufacturer to put the selling 
of used cars, many of which are 
of his own manufacture, on a new 
basis of trust, backed by uniform, 
rigidly observed program of ex- 
amination and_ reconditioning,” 
said Poag. 

Here guarantee tags affixed to 
used cars are like paper currency 
—good only to the extent to which 
they are backed by something 
more tangible than the paper on 
which they are printed. Our aim 
is to make the Dodge Blue Seal 
}on used motor vehicles what 
| Sterling is on silver—the univer- 
sally accepted hall mark of used 
car worth.” 


| 
| 
| Graham Reports 
| 
| 


Increased Swi ing 
To Su percharger 


| DETROIT.—Sales of Graham 
| Supercharged cars for the present 
| model year through May 20 show 
}an increase of 63.8 per cent over 
the total for the comparable pe- 
|riod a year ago, according to F. 
|R. Valpey, general sales manager 
of Graham-Paige Motors Corp. 
“The acceptance which our su- 
perchargers are meeting with at 
the hands of the public,” Valpey 
said, “is revealed in the fact that 
this year, from Oct. 1, 1936 to 
| May 20, 1937, we have delivered at 
| retail 3,444 supercharged models. 
| “This compares with 2,102 
supercharged models’ delivered 
| during the similar period last year 
and is a gain of 63.8 per cent.” 


Steel Operating Rate 


Remains at 75 Per Cent 


YOUNGSTOWN, O.—The 
|national operating rate in the 
isteel industry remained un- 
changed at 75 per cent during 
the last week despite wide-spread 
strikes, it was announced here 
| this week. 
| Relatively little effect had been 
|felt in the steel market so far 
|as a result of the labor trouble, 
|it was reported. “Consumers ap- 
parently are well supplied and 
few have sought further tonnage 
|from mills not affected by labor 
difficulties, it was said. Republic 
| Steel executives report produc- 
|tion 40 per cent of normal this 
week, with 6,300 men still work- 
ing in plants of the company in 
— area. 
} 
| 


Chicago ASTE Meets 


CHICAGO.—With Philip M. Me- 
Kenna, vice-president of the Vana- 
dium Alloys Steel Co., Latrobe, Pa., 
j}and Ford R. Lamb, executive secre- 
|} tary of the American Society of 
| Tool Engineers, as the featured 
speakers, the Chicago section of the 
society will meet Monday at the 
ptachinery club, 571 W. Washington 

vd. 
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New-car sales 1n Manhattan 


are massed in a few key areas 


ht eien tae 
ie Sua 
—_SAB> SEC ISS ST 


ANY sales managers plan to sell New York City 

as a single market. But take a closer look. New 
York ‘City is not really one, single market. New York is 
a collection of 114 separate neighborhood communities. 
Park Avenue is one—Hell’s Kitchen is another. 


To sell the whole New York market successfully, the 
automobile executive should keep these community 
markets in mind. In some New York neighborhoods 
one family out of five or six bought a new car last year; 
in others one out of 100 or more. 


In the entire city and suburban market a city county 
(Brooklyn) is first in new-car purchases. Three city 
counties, Brooklyn, Queens and Manhattan, rank in the 
first five in automotive sales in the area. The five coun- 
ties of New York City present an impressive 4automo- 
tive market. The figures are for 1936— 

30,045 new cars 
24,871 
22,543 
13,516 
3,597 
94,572 


Brooklyn 
Queens 
Manhattan 
Bronx 
Richmond 


Total 


Look first at Manhattan—the “New York” of the New 
York market. In 1936, Manhattan spent $25,000,000 
for 22,543 new passenger cars. Where do these buyers 
live? Park Avenue? Lower East Side? Central Park West? 
Harlem? The maps of Manhattan's 24 districts and the 
automotive sales figures for last year tell the story. 


* Three districts, containing 12 
tan’s families, bought 27 pet cent of the new cars. 
The New York Times diade. 
tion in these three districts rep- 
resents a four out of five family 
coverage. 


2 per cent of Manhat- 
. and 


* 21 percent of the entire 
Manhattan sale of a large 
selling make of automobile 


—not in the highest price class—was in a single district 
. and The Times circulation in this district is triple that 
of the next automotive advertising medium. 


* One district containing 6,761 families bought 25 
per cent more new cars than another district containing 
69,119 families . . . and The Times circulation in the first 
district is 39 per cent greater than in the second. 


* More than half the new cars are bought in seven of 
Manhattan’s 24 districts .. . and 65 per cent of The Times 
Manhattan circulation lies in the seven best districts for new 


passenger car sales. 


Once the automobile sales executive visualizes this 
pattern of how Manhattan Li 
buys, his problem of advertis- * 
ing and selling new cars here ~* 
is vastly simplified. Simplified 
because the distribution of au- 
tomobile buyers in Manhattan 
is matched by the circulation , 
of New York’s leading auto- | | 
motive medium—The New ~ 
York Times. 


The circulation of The Times in Sesinsaiale aE 
throughout the whole New York market, city and sub- 
urbs alike—rises to a peak where automobile sales are 
greatest. For the automotive advertiser, The Times is a 
key that unlocks great selling opportunities in the rich- 


est of all markets. 


The extra value of The Times audience is widely rec- 
ognized by many advertisers in practically every field. 
These advertisers prefer The Times on a one newspaper 
schedule. If more than one newspaper is used they put 
extra space in The Times. They know the market offered 
by readers of The Times makes such extra space profit- 
able and increases volume at low sales cost. The Times 
in advertising represents the choice of experience. 


Che New ork Gimes 


“All the News That's Fit to Print” 


One of a series of advertisements analyzing the New York automobile market, 
section by section. The New York Times advertising representatives will supply 


interested executives with full details, by districts and by individual makes of car. 


ADVERTISING REPRESENTATIVES: 


JOHN B. WOODWARD, 


INC., NEW CENTER BLDG., DETROIT 
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Congress Studies $8,000,000,000 Road Program 


System of Super Highways 


Pontiac Dealers Enjoying 


Best Year, 


PONTIAC.—Pontiac dealers are 
having their most successful year 
from the standpoint of making 
money as well as selling more cars 
than ever before, according to C. 
P. Simpson, general sales man- 
ager. 

During the spring of 1936, Pon- 
tiac launched its Quality Dealer 
Program under the direction of 
Simpson. Important to the success 
of such a program are the profit- 
making possibilities that dealers 
can expect. 

Figures are now complete, set- 
ting forth the profit made by Pon- 
tiac dealers during the first four 
months of 1937, together with a 





report showing the progress made 
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Simpson Says 


from a profit standpoint since the 
beginning of 1936. 

“During the first four months 
this year almost every dealer 
under Pontiac supervision has 
made a net profit,” Simpson de- 
clared. “This year these profit- 
making dealers have established 
a net profit per new car sold at 
retail that is 12 per cent higher 
than it was for the same period 
last year. 

“This year our dealers have de- 
livered 72,933 compared to 53,842 
a year ago, which is a gain of 33.5 
per cent. 

“In spite of such a huge increase 
in new car business the used car 
picture remains satisfactory and 


there is scarcely any increase in 
the volume of receivables, con- 
trary to the prediction of critics. 

“The condition of our dealers 
also is shown by the fact that 
their net worth at the end of the 
four months’ period this year was 
approximately $3,000,000 above that 
of last year. Although there 
has been a great increase in serv- 
ice parts and accessories sales 
along with car sales, dealers’ ac- 
counts receivable have increased 
only $80,000 indicating that the in- 
creases were almost wholly a cash 
business. 

“One of the most encouraging 
features of the entire picture is 
that a larger percentage of metro- 
politan dealers (192 largest cities) 
are making a profit, thus disprov- 
ing the theory frequently advanced 
that big city dealers can’t make 
money. And these dealers are 
responsible for 51.5 per cent of our 
entire national volume.” 





Would Be Built in 16 Years 


By WILLIAM ULLMAN 


WASHINGTON. — Members of 
congress this week pondered the 
most ambitious highway building 
program ever presented to it, 
contemplating 16 years of con- 
struction at a total cost of eight 
billion dollars. 

It calls for a system of three 
transcontinental and six north- 
and-south roads—wide, safe and 
fully lighted for the use of com- 
mercial motor transportation. At 
every point where the highways 
intersect there would be great 
airports, where giant planes and 
trucks would exchange freight. 

“That the whole of the United 
States may have as near as pos- 
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Libbey * Owens’ 
Ford Glass Com- 


pany, Toledo, O. 


MOTHERS AND OTHER MOTORISTS 
WILL SEE THIS SALES-PULLING MESSAGE ON 


SAFETY PLATE GLASS ¢@ Here again, Libbey + Owens + Ford 
tells the story of Safety PLATE Glass and the reasons why motorists 
should replace broken or cracked windshields with LIBBEY*OWENS*FORD 

; Sofety PLATE Glass. It is the kind of advertising and the kind of story 

- thet brings them in to those dealers who take advantage of this con- 
sistent, year-after-year national advertising of l*O+F, This advertisement — 
appeors in the Saturday Evening Post, June 12th; Collier’ s, June 26th; and a 


Time, . June 7th. 


puensey: Owens-Ford Glass: : 





| Va., 
| Philipsburg, 


Ee St. 





sible equal facilities for the 
transportation of commodities,” 
is the purpose of the bill (H. R. 


|7079) introduced by Rep. J. Buell 


Snyder, Pennsylvania Democrat. 
The bill provides that each of 
the super-superhighways shall be 
not less than 60 feet nor more 
than 100 feet wide, of the most 
durable, modern materials, abun- 
dantly lighted and not passing 
through any cities or towns un- 
less there is no other route for 
the road. The rights-of-way shall 
be not less than 200 feet wide. 

The nine great roads would be 
built under contracts going to the 
lowest bidder per mile, no con- 
tract being let for less than ten 
miles. All construction must be 
officially accepted by army engi- 
neers and inspectors. 

A committee of ten, named by 
the President, would be em- 
powered to purchase the rights- 
of-way. Each member would have 
to have at least ten years’ ex- 
perience in such operations as the 
program entails. Their salaries 
would be $10,000 a year. 

Rep. Snyder regards his bill as 
opening the way for further so- 
lution of the employment prob- 
lem, the measure providing: 

“One stipulation in each con- 
tract shall be that the contractor 
shall employ, first, the unem- 
ployed men between the ages of 
50 and 65 of the region where his 
unit of highway is being built and 
pay them such wages as shall be 
determined by the government 
authorities designated to set said 
wages and hours for the various 
types of work to be done.” 

The proposed highways would 
cut across the United States like 
the stripes on a top sergeant’s 
sleeve, the routes outlined being: 


Boston to Salem, Ore., by 

way of Albany, Cleveland, 
Chicago, Rapid City, N. D, 
Yellowstone National park, and 
Council Bluffs, Idaho. 

Baltimore to San Francisco, 

by way of Cumberland, Md., 
Uniontown, Pa., Wheeling, W. 
Indianapolis, Springfield, IIL, 
Mo., Denver, Hunt- 
ington, Utah, Duckwater, Nev., 
and Yosemite National park. 
Petersburg, Fla., to Los 
by way of Mobile, 
San An- 


e Angeles, 
Ala., Baton Rouge, La., 
tonio and El Paso, Tex. 
Completing the checkerboard 
layout, the six north-and-south 
highways would cut across the 
country as follows: 
1 Fort Myers, Fla., to Augusta, 
Me., by way of Reidsville, 
Ga., Columbia, S. C., Raleigh, N. 
C., Richmond, Va., Baltimore, 
New Brunswick, N. J., Hartford, 
Conn., and Concord, N. H. 
Buffalo, N. Y., to Pensacola, 
Fla., by way of Pittsburgh, 
Uniontown, Pa., Charleston, W. 
Va., Jonesborough, Tenn., and 
Atlanta. 
3 Chicago to Baton Rouge, La., 
“ by way of Memphis, Tenn., 
and Jackson, Miss. 
San Antonio, Tex. to Bis- 
marck, N. D., by way of Ho- 
bart, Okla. Ness City, Kans., 
Broken Bow, Neb., and Pierre, 
S. D. 
El Paso, Tex., to Philipsburg, 
Mont., by way of El Morro 
National Monument, N. M., and 
Salt Lake City. 
6 San Diego, Calif., to Seattle 
Wash., by way of Los Angeles, 
Bakersfield and Sacramento. 


San Antonio Car Assn. 


Votes to Close Sundays 

SAN ANTONIO, Tex.—Members 
of the San Antonio Automobile 
Trades Assn., meeting here this 
week passed a resolution to close 
on Sundays. This will cover all de- 
partments and will be applicable 
to all dealerships with the excep- 
tion of those who have a wrecker 
service. 





Month’s Figure, 
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National Trade Index Shows 3% Decrease in May. 


Motor Truck Use Slashes 
Rural Canada Rail Volume 


ure, However, 


Is Up Over Period in 1936 


DETROIT.—With a decline of 
3 per cent in the national index in 
May, there was a natural reduc- 
tion in the number of gains re- 
ported among the 147 major mar- 
kets of the country, according to 
the monthly survey conducted by 
the research department of 
Brooke, Smith & French, Inc., De- 
troit and New York national ad- 
vertising concern. 

“There is, however, no evidence 
of any weakening in the position 


Twenty-three of them improved 3 


per cent or more, while 74 areas | 


declined. Seventeen remained 
without change. Noticeable 
strength was seen in the oil pro- 


ducing and oil refining districts of | 


the southwest and far west, ac- 
cording to the report. 


The national index at the end| 


of May shows business to be op- 


erating at 3 per cent below nor-| 


mal—as compared with 16 per 
cent below in May, 1936, the sur- 
vey shows. 

in- 


Junction, Huntington, Jackson- 
ville, Lansing, Oklahoma City, 
Peoria, Philadelphia, Poughkeep- 
sie, Sacramento, Spokane, Spring- 
field, Ill., Winston-Salem, Yakima 
and Youngstown. 


These 52 areas were at normal 
or above in May: 


Abilene, Albuquerque, Austin, 
Bakersfield, Baltimore, Bangor, 
Beaumont, Billings, Boise, Can- 
ton, Charleston, W. Va., Cheyenne, 
Columbia, S. C., Dallas, Denver, 
Detroit, Erie, Ft. Worth, Fresno, 
Grand Junction, Green’ Bay, 
Greenville, S. C., Harrisburg, 
Houston, Huntington, Indianap- 
olis, Jackson, Miss., Jacksonville, 
Manchester, N. H., Miami, Mil- 
waukee, Mobile, Oklahoma City, 








WINNEPEG, Man.—Use of mo- 


tor trucks in transporting cattle, 
hogs and sheep to market on the 
Canadian prairies has reached 
such proportions that branch line 
freight traffic is reaching its mini- 
mum volume, according to infor- 
mation recently received here. The 
tendency in this direction is in- 
creasing rather than abating, it is 
stated. 

Most farmers build their own 
trucks or trailers and use the old 
family car as motive power. Any 


| old set of wheels seem to do for 





packing house or central sales 
yards after being loaded. 

The practice of driving the hogs, 
cattle or sheep to the nearest rail- 
way loading point is a lost art on 
the prairies. Loss of weight and 
values, especially in the case of 
200-pound hogs, is the biggest 
consideration in favor of the 
truck. Then, too, few farmers have 
a full car and less than carload 
lots is much more expensive. 

But with the home-made truck, 
which can be made a general 


of general trade—and no evidence 
of any radical change in under- 
lying business conditions,” the re- 
port states. 

Fifty-six areas rose to a better 
position _ during the month. 


Greatest May gains with 
dexes improving 3 per cent or 
more over April were registered in 
the following 23 areas: 

Bangor, Beaumont, Camden, 
Cheyenne, Detroit, Duluth, Evans- 
ville, Ft. Worth, Fresno, Grand! 


utility vehicle around most farms, 
one loading does the trick and the 
Owner escapes railway charges 
and yardage fees in most cases by 
driving direct to the packing 
houses. More than half the volume 
is thus handled. 


Peoria, Phoenix, Portland, Ore., 
Pueblo, Reno, Richmond, Salt | the trailer even though they don’t 
Lake City, Savannah, Seattle,| match in appearance. 

Shreveport, Spokane, St. Paul, Getting the load to the nearest 
Terre Haute, Tulsa, Washington,| railway station is just about as 
D. C., Wilmington, Winston-Salem,! expensive in loss of time and 
Yakima and Youngstown. ' money } as _moving it on into the 








Dicties | in Wash. 
Urged to Study 
New Contract Act 


SEATTLE.—Dealers in Wash- 
ington are cautioned to study the 
new requirements on conditional 
sales contracts in this state, that | 
are due to changes made by the 
last legislature. 

The act provides: 

(1) Contract must be filed in 
the auditor’s offices of the county 
wherein, at the date of the ven- 
dee’s taking possession of the 
property, the vendee resides. 

(2) The contract must state the 
terms and conditions of the sale, 
with the following specific ad- 
ditions: The rate of interest; the | 
purchase price, exclusive of in-| 
terest; insurance; all other! 
charges. 

(3) The contract must be signed 
by the vendor and vendee. 

(4) No conditional sale con- 
tract need be filed in the future 
where the total designated un- 
paid purchase price does not ex- 
ceed $50. 

Dealers are required to revise 
their conditional sales contracts 
immediately in accordance with} 
the foregoing law. 


A six and an eight—both big cars, priced 
for today’s market—will assure for Hupp 


HS thirty years a shin- 


ing star among the names in motor- 


dom—will soon sparkle with lustrous, new dealers a substantial volume of “protected 
brilliancy. Anew Hupmobile, for 1938, will 
shortly make its appearance. Finer, room- 
ier, more luxurious and distinguished 
by far than any previous Hupmobile! 
Hupp for 1938 will be a distinctive and 
truly beautiful car. At the same time it 
will be built to maintain 
Hupp’s thirty- year repu- 
tation for engineering and 


sales” in the price range where money is 
being made. 
be on the same friendly, cooperative 
basis that has made the Hupp franchise 


Hupp’s dealer relations will 


Overdrive Swing 


Seen for 38 Cars | 


" | 

CLEVELAND — Over-drive will 

be one of the chief features of- 

fered on the majority of 1938) 

automobile models, according to) 

Neil S. Lincoln, sales manager of 
the Columbia Axle Co. 


Lincoln pointed out that al-)| 
ready 12 automobile companies | 
were offering overdrive in one| 
form or another as standard or| 
optional equipment. The Ford 
Motor Co., he said, has recently 
approved the Columbia two-speed 
overdrive axle for optional fac- 
tory installation on its present 
Lincoln-Zephyr cars and these 
axles were also available for the 
present Ford V-8’s. Three other 
major automobile companies are 
negotiating with Columbia, Lin- (rls |S Ee 

< al nw ae 


coln said. y U) IP 
=e 


YOUR PROFITS 


Ti H Ip 


Write or wire W. A. MacDonald, Director of Sales, Hupp Motor Car Corporation, 
for complete information about the Hupmobile franchise and plans for 1938. 


famous for profits and good will. 
The price range is right. Discounts 
are generous. Territories 

are large and exclusive. Ap- 
plications from dealers are 
manufacturing excellence coming ineveryday. Right 
now is the time to learn 
the details of the new 


Hupmobile program. 


—areputation that impels 
people to say, “Hupp has 
always built a good car.” 


Employment, Pay Index 
Sets New High in Wis. 


MADISON, Wis. — Wisconsin's 
factory employment index moved 
to a new record peak of 115.7 dur- 
ing April, according to the report 
of the state industrial commis- 
sion. Previous high was set in 
March at 113.8. 

Coinciding with this increase 
was the pay index, which rose 
from 118.1 in March to 123 in 
April, also establishing an all- 
time record, according to the 
commission’s report. 





HUPP MOTOR CAR CORPORATION, DETROIT, MICH. 
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Modernizing Brings D.C. Dealer 60% More Volume 


New ‘Lubritorium’ Brings 
Business to All Divisions 


PONTIAC.—Reports from the 
Arcade Pontiac Co., of Washing- 
ton, D. C., indicate that the con- 
version of an unsightly portion of 
its shop into a modernized lubri- 
cation department has more than 
doubled lubrication volume, as 
well as bringing substantial in- 
creases in all other portions of the 
business. 

The factory-approved back- 
ground with the large Pontiac In- 
dian head, forms the basis of the 
modernization. The painted floors, 


Tax Collections 
Up 20% in Miss. 


JACKSON, Miss. — Mississippi 
service stations collected $9,062,- 
000 in state gasoline taxes from 
customers in 1936, thereby in- 
creasing to $74,047,000 the total 
paid by consumers in the state 
since gasoline was first taxed in 
1922, according to E. H. Simpson, 
chairman of the Mississippi 
Petroleum Industries committee. 

The cost of the state gasoline 
tax to the average motorist, 
Simpson said, is $44.53 in 1936 
against $3.86 in 1922. The total 
1936 cost was said to represent 


an increase of 20.6 per cent over) 
that of 1935 when $7,512,000 was | 
plant shortly to be constructed by 


aggregate collected. 





decorative valances and unusual 
lighting arrangements, attracted 
the car owners the moment the 
set-up was ready for business. 

Owner follow-up and _ direct 
mail programs have given the 
company a volume of business far 
beyond their expectations, with 
the result that lubrication jobs 
have increased constantly, and 
with it the work in the shop has 
developed into unusual propor- 
tions. 

While no comparative records 
are available at present which 
would show the actual profit in- 
crease, it is estimated that on the 
basis of sales per car, the lubri- 
cation department is showing bet- 
ter than 60 per cent increase in 
general volume. 

The increased number of owner 
contacts has boosted both new and 
used car sales to a point where 
the Arcade-Pontiac Co. is more 
than holding its own in the ‘price 
class against competition in 
Washington this year. 


Ford Names Architects 


For New Vancouver Plant 


VANCOUVER, B. C.—McCarter 
& Nairne, Vancouver architects 
and structural engineers, have 
been appointed supervising archi- 
tects for the $550,000 assembly 








76,800 square feet. 
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ADDITION OF MODERNIZED lubrication department by the Arcade Pontiac Co., Washington, D. C., 
brought an increase of 60 per cent in lubrication volume, as well as large increases in other parts of 


the business. In the place of the department shown was an | unsightly section of shop. 


the Ford Motor Company of Can-| 


ada Limited at Vancouver, it has 
been announced by H. R. Cotting- 


ham, Vancouver branch manager. | 


The plant will be located at 
Kingsway and Silver Avenue, mid- 
way between Vancouver and New 
Westminster. It will be of con- 
crete, brick and steel construction, 
320 feet long by 240 feet wide. 
There will be a total floor area of 


SPRAYTEX EFFECTIVELY 
DEADENS ALL BODY NOISES 


@ Monroe Spraytex kills noises in 


fenders, body panels, doors, steel 
tops, running boards and floors. 
Spraytex is easily applied by spray- 
ing on the inside of the body, doors, 
fenders and other parts of the car 
that need sound - deadening. It 


MONROE AUTO 


mum, but 


EQUIPMENT COMPANY - 


MONROE, 


dries quickly and shows no shrink- 
age. Spraytex not only cuts down 
sound amplification to a mini- 


also acts as a posi- 


tive and permanent protection 
against rust and as an insula- 
tion against heat flow. 


MICHIGAN 


MONROE SPRAYTEX 





| five months of 1936, 





| distributors 


| 


|son Motor Co., 


Denver Dealers Report 
Continued Strong Sales 


By IRA R. ALEXANDER 


DENVER.— Demand for new 
and used cars continues good in 
the Denver area, according to 
and dealers. Tom 
Braden, secretary of the Denver 
Automobile Dealers’ Assn., re- 
ports the sale of 1,340 new pas- 
senger cars in the Denver sales 
territory during May, while dur- 
ing the same month 174 trucks 
were sold. 

For the first five months of the 
present year, Braden pointed out, 
5,715 mew passenger cars were 
sold in Denver, which is a 2 per 
cent increase over the same 


| period last year when 5,612 cars 


were sold. Sale of new trucks fell 
off 3 per cent during that period 
this year over the same period a 
year ago. This year 805 trucks 
were sold, while during the first 
833 were dis- 
posed of by Denver dealers. 
This period embraced strike 
troubles at the factories, which 
interfered with agencies getting 
cars fast enough to keep up with 
demands. 
General 


business in this part 


|of the country is holding up well. 


During the past month retail 
sales showed an increase of 8 to 
16 per cent over the preceding 
month, while the increase over 
the same month a year ago was 
from 7 to 12 per cent. 

One reason advanced by local 
automobile men as to why they 
expect business to be good in 
Denver and other sections of 
Colorado this summer and fall is 
the fact that winter wheat pro- 
duction in Colorado is forecast 
at 65 per cent greater than in 
1936. The indicated winter wheat 
yield is 9,644,000 bushels, com- 
pared with 5,915,000 bushels pro- 
duced in 1936. The crop this year 
will be the best since 1931. The 
Colorado rye production is placed 
at 320,000 bushels, compared with 
232,000 bushels harvested last 
year. Other farm crops also are 
promising, while a fair fruit crop 
is anticipated. 

L. C. Thomas, Thomas-Hicker- 
Dodge and Plym- 
outh agency, and president of the 
Denver Automobile Dealers’ Assn., 
says: “Business is good at the 
present time. We were handi- 
capped for a time by strike 
troubles, but that is clearing up. 
While we expect to sell more 
cars this year we do not expect 
to go ahead to a big profit as we 
have additional overhead with 
increased taxation and advancing 
operating costs.” 

The ten leaders in the Denver 


field during May lined up as fol- 
lows: Ford, 243 cars; Chevrolet, 
228; Plymouth, 135; Buick, 103; 
Oldsmobile, 79; Dodge, 75; Pon- 
tiac, 61; Terraplane, 38; Nash, 33; 
Packard, 30. 


2 Va. Inspection 
Stations Banned 
For Carelessness 


RICHMOND, Va. (UTPS).—Rev- 
ocation of the appointments of 
two inspection stations because 
of carelessness and negligence in 
their work was announced by 
John Q. Rhodes jr., director of 
the state division of motor ve- 
hicles. 

Complaints 
the division 
state police 
spected cars previously 
at the two stations, and 
that no thorough-going 
tion had been made at all. 

Because of failing to meet the 
requirements; the two stations 
will not be on the approved list as 
inspection centers for an_  in- 
definite period. 

By means of a careful tabula- 
tion, statistics compiled from the 
thousands of inspection booklets 
now pouring in from the 1,250 
stations throughout the state, will 
be used to determine the condi- 
tion of the vehicles in Virginia 
and to serve as a check on the 
effectiveness of the _ inspection 
stations. 


received at 
here from 
who in- 
checked 
found 
inspec- 


were 
offices 
officers 


B. C. Registrations Show | 
Substantial Rise Over ’36 
VICTORIA, B. C.—At the end 
of April this year there were 8,905 
more cars licensed in British Co- 
lumbia than-at the same time last 


year, according to the motor rec-- 
ord office here. 


There are now 85,070 cars regis- 
tered on provincial highways, 
compared with 76,165 at the same 
time last year. This year’s total 
included 67,804 passenger ma- 
chines and 16,443 commercial. 


FACTORY REPRESENTATIVE 
—Write for our new, free catalog of 
selling ideas, information and materials. 
Most complete and helpful collection the 
industry has ever seen. Priceless to the 
man who must be well informed on 
modern automobile merchandising. Please 
specify car you represent. 

BUSINESS PROMOTION CORP. 

1397 East Jefferson Avenue 
Detroit, Michigan 
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Graham Dealers Institute New Tradein Bonus Plan 


Owners to be Rewarded 
For Care of Various Items 


DETROIT.—A_ new trade-in 
plan that gives owners of any 
make of car who have taken good 
care of their automobiles a bonus 
of as much as $100 extra, is being 
announced by Graham - Paige 
dealers. 

Under the new bonus plan, 
when an owner seeks an ap- 
praisal of his car from any Gra- 
ham dealer the first step will be 
to determine the official book 
valuation of the car. Then, after 
a careful inspection, additional 
allowances will be made by the 
dealer for many separate items 
which are found to be in good 
shape. These items include the 
paint, body, top, motor clutch, 
transmission, etc. 

The condition of these features 
govern the amount of the bonus 
that the owner will receive from 
the dealer. By this means the 
owner who has been careful in 
operating his car and who has 
taken reasonably good care of 
the automobile will be liberally 
rewarded for his trouble. 

The new plan is being backed 


Radeon! Report 
On Farm Incomes 


Shows 


WASHINGTON. — Agriculture | 
department statistics on farmers’ 
income in April emphasized anew 
this week the growth of that} 
nation-wide market for automo- 
tive products, particularly in the 
depression-born field of replace- 
ments. 

Cash receipts from marketings | 
of the principal farm products 
and from government payments 
to farmers in April were larger 
in each of the six major geo-| 
graphical divisions of the United 
States. Dollar gains were great- 
est in the South Central region, 
where receipts from _ products, 
plus federal payments, totaled 
$98,974, against $64,868,000 in April, 
1936. 

Since January gains in all re- 
gions have ranged from 13 per 
cent in the North Atlantic and 
Vest North Central states to 56 
per cent in the South Central. 
Farm products prices declined last 
month and livestock and grain 
marketings were reduced but the 
department believes receipts from 
sales for May will prove higher 
than a year before in all regions 
except, possibly, the West North 
Central states. 

Government payments to farm- | 
ers during the first four months | 
of this year reached $283,000,000, | 
against $54,000,000 in the co.-| 
responding period of 1936. 


San Antonio Car Sales 
Still Reflect Strikes, 


SAN ANTONIO, Tex.—New car | 
sales for this city for May con-| 
tinued to show the effects of the | 
strikes as they were 73 units be-| 
low April and 132 units below) 
May, 1936. For the second con-| 
secutive month Ford led in sales. 
Pontiac, Cadillac and LaSalle had, 
what might be termed, a good) 
month; others were only fair. 

Totals: 552 cars, 74 commercial 
units and 61 trucks, for a grand) 
total of 687 units. Sales for May | 
in previous years: 1932, 301; 1933, 
420; 1934, 654; 1935, 637; 1936, 819. 
April sales totaled 607 cars, 74 
commercial 
for a total of 760 units. 


89 a as 


SOUTH BEND, Ind.—Eighty-nine | 


Studebaker dealers were appointed 
during May, bringing appointments 
for the year to date to 462, accord- 





units and 79 trucks | 





ing to Geo. D. Keller, vice- -president 
in charge of sales of the Studebaker 
Corp. 


up with an intensive national ad- 
vertising campaign, according to 
Graham officials. Full details of 
the plan are revealed in a series 
of newspaper ads, the first of 
which apepars Sunday, June 13. 
These ads _ will be released 
through leading newspapers, 
which will secure coast to coast 
coverage. 

In addition to the newspaper 
campaign, Graham dealers have 
been supplied with window post- 
ers in color describing the new 
bonus plan. Direct mail pieces 
will be sent to dealer prospects 
and special appraisal books list- 
ing the car features and the 
special allowances have also been 
prepared f for use in this campaign. 





Sales Tax Fight 


Seen in Virginia 


ROANOKE, Va. (UTPS).— De- 
claring that the 1938 general as- 
sembly will undoubtedly pass an 
old-age pension statute, Walter 
M. Evans of Richmond, attorney 
of the Retail Merchants’ Assn. of 
Virginia, asserted at Roanoke 
this week that retail merchants 
“are again to be faced with a 
sales tax fight.” 


“Despite past increases in the 
income of the state, the demands 
for larger grants by _ special 
groups is allowed only in part, 
will drive the state into a sales 
tax in some form,” Evans said in 
the opening session of the thirty- 
second annual convention of the 
association. The two-day meeting 
is being held at Hotel Roanoke. 

“Because by concerted action 
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we have won this battle in the 
past we must not permit ourselves 
the feeling of complacency which 
is the result of over-confidence,” 
Evans said. “Our battle this time 
will be more difficult than ever. 
This is because of the sentimen- 
tal factors involved in old-age 
pension legislation and also be- 
cause of the fact that the claims 
will be made that the state has 
used every other available source 
of revenue.” 


Safety Test Required 


For Chicago Used Cars 
CHICAGO. —Titough Edward J. 
Gorman, deputy vehicle commis- 
sioner, Chicago dealers have been 
notified that their used cars must 
receive a safety lane certificate 
of inspection before being offered 
for sale. 
Gorman stated that the ruling 
has the backing of a recently 
passed city council ordinance. 





Va.’s ‘Ugly’ Fuel 
Stations Deplored 


RICHMOND, Va. (UTPS).— 
Sign-plastered filling stations and 
billboards that hide blossoming 
trees are flies in the otherwise 
fragrant ointment of spring in 
Virginia, says Mrs. Alexander 
Wilbourne Weddell, wife of the 
United States ambassador to the 
Argentine. 

Mrs. Weddell has allied herself 
with the Associated Clubs for 
Roadside Development and prom- 
ised her support in their work of 
beautifying the state. 

Beautification of filling stations 
and roadside stands is a neces- 
sity, she said, “for visitors in the 
state constantly deplore these 
blots on the escutcheon of Vir- 
ginia’s beauty.” 


Cadillac -“LaSalle Dealers 
Will Tell You — 


BUSINESS IS FINE 


IN THE FINE-CAR FIELD 


PAIL 


R' 


the thirty-four year history of the company’s 


SALES by Cadillac-LaSalle dealers are 
greater today than at any other time in 


dealer organization. 


As amazing as this achievement might seem, 


it is really quite understandable. 


In the first place, no part of the great automo- 
bile market has shown a more rapid recovery 
field that is served by Cadillac and 
And to meet this growing market, 
finest cars at the 


than the 
LaSalle. 


Cadillac today 


offers 


the 


lowest prices in its history. 


It is also quite evident that more and more 
motorists are coming to realize that fine-car 
‘an only come from a manufacturer 


quality « 


who specializes in quality manufacturing. 


Thus Cadillac-LaSalle dealers enjoy a three- 
a rapidly expanding market, 
outstanding values and unquestioned prestige. 


fold advantage— 


It will pay any alert dealer to investigate the 
profit possibilities of a Cadillac-LaSalle 


franchise. 


Your inquiry will be handled promptly, and of 


course, in complete confidence. 


*Delivered price 


change without notice. 


accessories. 
Taxes, Optional 


CADILLAC 


at 


Transportation, 


Detroit, Michigan, subject 


MOTOR CAR DIVISION 


GENERAL MOTORS SALES CORPORATION 


2860 CLARK AVENUE, 


to 
Prices include all standard 
State and Local Sales 
{ecessories and Equipment— Extra. 


DETROIT, MICHIGAN 


THE NEW 


V-8 LASALLE 


THE NEW 


CADILLAC 


THE NEW CADILLAC 


| FLEETWOOD” 
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AMA Official Cites Need for Truck Reciprocity 


|Attacks Barriers of States; 


Used Car Sales Reported 
Improved in Outstate Colo. 


PUEBLO, Colo. 
in Colorado outside the Denver 
metropolitan area were consider- 


ably better in May than for the} 


Same month a year ago, both as 
to volume and price, according to 
reports from a number of dealers 
who have been applying modern 
merchandising methods to used 
car selling. 

The A.V.A. Co., of Pueblo, re- 
ports that 165 used cars were sold 
at its used car lot in May. Gross 
receipts were $55,489, or an aver- 
age of better than $335 per car. 
The company used newspaper ad- 
vertising regularly and kept its 
salesmen working from. early 
morning until late in the evening 





Used car sales | i in order to move this number of 


cars. 

The Clevenger Co. Pueblo, 
boosted its used car sales by pro- 
viding a lighting system for its 
used car lots. The lots were open 
and salesmen were on duty until 
9 p.m. each evening, thus enabling 
persons unable to shop in the 
daytime to do so at night. A num- 
ber of Pueblo smelter workers 
were sold used cars by this idea, 
coupled with the fact that the 
company financed its deals and 
the customer had no finance com- 
pany to deal with. 

Cady L. Daniels, Inc., Chevrolet 
dealer at Colorado Springs, hit 
upon a profitable idea in | used car 


merchandising by stressing the 
fact its used cars were “local 
trade-ins, not cars imported for 
resale.” This, the company point- 
ed out, enabled it to give the cus- 
tomer a history of the usage its 
used cars received, thus reducing 
the hazard in purchasing a second 
hand vehicle. That the idea ap- 
pealed to Colorado Springs used 
car buyers was proved by an in- 
crease of more than 25 per cent 
in sales volume for May over May 
a year ago. 

“If you don’t know used cars, 
know your dealer,” is the slogan 
that has helped Volliners, Ford 
dealer at Colorado Springs, to 
keep used cars moving this 
spring. A merchandising scheme 
that is.being used successfully by 
this long-established firm is to put 
a new state windshield sticker on 
each used car sold. 





Internationa 


NEW YORK. 
nition of the 
freedom of 


Growing rec s0g- 


travel for motor 


trucks and buses operating in for-| 


eign commerce is seen in a pro- 
gram of the international cham- 
ber of commerce highway trans- 
port committee, according to Wil- 
liam F. McAfee, chairman, motor 
truck committee, Automobile 
Manufacturers Assn. and manager 
of domestic sales, International 
Harvester Co. 

“This activity on the part of 
foreign industries should set an 
example to the states in this coun- 
try where numerous barriers have 
been piled up to interfere with 


|interstate motor transportation.” 


LIFE (of Motor Vehicles) BEGINS 


ERE, in the open-hearth furnace, the foundation is 
laid for the quality in alloy steels that makes for 
long service life and reliability of motor vehicles. 

The melter watches the refining process with a 
practiced eye and supplements the system of scientific 
control with mature human judgment. He supplies the 
craftsman’s touch in the making of a tonnage product. 


Bethlehem’s background of half a century of experi- 
ence in alloy steel manufacture provides a great 
fund of knowledge to draw on in 
guiding the processes of making these 
steels to best meet the various needs 
of the automotive industry and other 


alloy steel users. 


eS BETHLEHEM STEEL COMPANY 


need for promoting | 


l Pact M apped 


‘McAfee 
ment, 

“In dealing with the problem as 
it affects foreign countries, the 
international highway transport 
committee has under considera- 
tion the questions of customs, tax- 
ation and reciprocity as well as 
the possibility of some unification 
of the regulations governing sizes 
and weights and dimensions of 
vehicles. Such unification would be 
achieved by agreement between 
governments. The report of the 
committee is not as yet in the 
final form in which it will be pre- 
sented at the Berlin meeting of 
the international chamber this 
summer. 

“The undertaking is by way of 
sharp contrast to state govern- 
ments’ adoption of laws denying 
reciprocal license tag privileges, 
applying port of entry laws and 
arbitrary weight limits which 
have little relationship to preser- 
| vation of highways and the rights 
of other highway users,” McAfee 
declared. 

“Several states now have port 
of entry laws in some form or 
| other, although it is gratifying to 
| note that all the states are not in 
favor of these laws. Michigan, for 
instance, passed a law several 
days ago which provides for the 
creation of a commission to con- 
fer with commissions of other 
states as a means of establishing 
license tag reciprocity for inter- 
state operators in the mid-west 
area. This law was passed after 
Michigan operators had indicated 
that while the state may lose $50,- 
000 to $100,000 in license fees from 
out-of-state trucks, it will mean 
a saving of $1,750,000 annually to 
Michigan operators. 

“Unreasonable weight laws were 
brought to public attention in a 
recent decision of a federal court 
which ruled the arbitrary gross 
weight limit of South Carolina is 
a burden on interstate commerce.” 


said, in a recent state- 





Vancouver Drafts 
| 

| 7 ‘Y . 
‘Trailer Sanitation 
| ‘ 

‘Control Measure 

VANCOUVER, B. C.—A by-law 
to regulate, within the city of 
Vancouver, the location of trail- 
lers and house cars used for liv- 
jing or sleeping quarters was re- 
cently submitted for approval of 
ithe city council by a _ special 
|committee appointed some time 
lago to investigate the situation. 

In submitting the draft of the 
by-law, the committee recom- 
mended that the medical health 
| officer be instructed to call the 
|attention of the provincial health 
department at Victoria to the 
regulations governing the con- 
trol of automobile trailers adopted 
by the provincial government of 
Manitoba recently. 

Under the heading of “Sanita- 
tion,” the proposed Vancouver 
by-law provides that it shall be 
unlawful for any person to use 
closets, sinks, basins or other fix- 
tures installed in trailers or house 
cars while such trailers or house 
cars are parked within any auto- 
mobile camp or at any other lo- 
cation within the city, unless 
such fixtures are duly connected 
with the public sewers, or to a 
septic tank. 





Stephens Will Manage 
New Goodrich Station 
CLEVELAND.—L. A. Stephens 

has been named manager:of the 

new main Goodrich Silvertown 

store here, according to J. A. 

Hoban, general manager of re- 

tail sales. 

The recent formal opening of 
the store culminated nearly six 
months of effort on the part of 
Goodrich to create a _ super- 
service station in the downtown 
area. 
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New;S. C. Fair Trade Law Permits Price Control 


Act Recently Signed Has 


Provisions for Contracts 


COLUMBIA, Ss. C.—Under the 
terms of South Carolina’s new 
Fair Trade Act, recently signed 
into law by Governor Olin D. 
Johnston, contracts relating to 
the sale of commodities may 
legally contain minimum resale 
price stipulations. 

In specific terms the act states, 
in part: 

No contract relating to the sale 
or resale of a commodity which 
bears, or the label or container 
of which bears, the trade-mark, 
brand or name of the producer, 
distributor or owner of such 
commodity, and which is in fair 
and open competition with com- 
modities of the same _ general 
class produced by others, shall be 
deemed in violation of any law 
of the state of South Carolina by 
reason of any of the following 
provisions which may be con- 
tained in said contract: 

(a) That the buyer will not re- 
sell such commodity at less than 
minimum price stipulated by the 
vendor. 

(b) That the producer or ven- 
dee of a commodity require upon 
the sale of such commodity to 
another that such’ purchaser 
agree that he will not, in turn, 
resell at less than the minimum 
price stipulated by such producer 
or vendee. Provided, that such 
provisions in any contract shall 
be deemed to contain or imply 
conditions that such commodity 
may be resold without reference 
to such an agreement in the fol- 
lowing cases: 

(a) In closing out the owner’s 


Courtesy Urged 


To Combat Anti- 
Driveaway Laws 


NEW YORK.— Action by the 
automobile industry to eliminate 
causes for complaint by highway 
users against automobile drive- 
away operations is urged in a 
bulletin which J. S. Marvin, man- 
ager of the traffic department of 
the Automobile Manufacturers’ 
Assn., has sent to member traffic 
managers. 

Pointing out that since streets 
and highways are the outlets for 
moving more than half of the in- 
dustry’s output from factories to 
dealers, it is important that this 
method of shipping be protected. 
Marvin urged that highway safety 
should be made a first duty of 
all drivers of trucks carrying 
automobiles. 

“Drivers perhaps need to be 
again impressed with the fact that 
legislative restrictions threaten 
their employment and that every 
possible courtesy to others on the 
highways must be exercised,” the 
bulletin suggested. “Trucks carry- 
ing automobiles should, by signs 
on the rear or by some suitable 
means, indicate the desire and 
willingness of their drivers to as- 
sist passing by cars overtaking 
them. Convoys should in no case 
run without adequate distance be- 
tween the cars.” 

Member traffic managers are 
requested to bring these sugges- 
tions to the attention of those 
handling their driveaways. 


Driveaway Scheduled 


For Chrysler Dealers 
DE TROIT—Chrysler dealers 
from the Youngstown, Ohio, and 
Newcastle, Pa., territories will be 
in Detroit Monday and Tuesday 
for a visit to the factory culmi- 
nating in the driveaway of 150 
Chrysler cars. 

The Youngstown’ contingent 
will be in charge of Walter 
Schaff, president of Mahoning Mo- 
tors, Chrysler and Plymouth dis- 
tributors in that city. R. H. Cham- 
bers, the Newcastle distributor, 
will head the delegation from the 
Pennsylvania city. 











stock for the purpose of discon- 
tinuing dealing in such com- 
modity; Provided, however, that 
such stock is first offered to the 
producer or distributor of such 
stock at the original invoice price, 
at least ten days before such 
stock shall be offered for sale to 
the public. 

(b) When the goods are dam- 
aged or deteriorated in quality 
and one week’s notice is given 
to the public thereof by publica- 
tion in a newspaper published in 
the county where the seller’s place 
of business is located. 

(c) By any officer acting under 
the orders of any court. 

Section No. 3. Wilfully and 


knowingly advertising, offering 
for sale or selling any com- 
modity at less than the price 
stipulated in any contract entered 
into pursuant to the provisions of 
this act, whether the person so 
advertising, offering for sale or 
selling is or is not a party to 
such contract is unfair com- 
petition and is actionable at the 
suit of any person damaged there- 
by. 

Section No. 4. This act shall 
not apply to any contract or 
agreement between producers, or 
between wholesalers, or between 
retailers as to the sale or resale 
prices. 

Section No. 5. If any provision 
of this act is declared uncon- 
stitutional it is the intent of the 
legislature that the remaining 
portions thereof shall not be af- 
fected but that such remaining 
portions remain in full force and 
effect. 


Ti: 1937 CAR INTERIORS 
upholstered with the new “Breathing 
Back” Mohair Velvet enjoy the double 
legacy of luxury and long life. 


This fine new fabric, despite the silky soft- 
ness of its smooth, sleek surface, has the 
ability to come smiling through years 
of hard wear and many soap-and-water 


cleansings. 


It provides a cooler ride in summer, a more 
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Car’s Life Is Lengthened, 
Tire Test Survey Shows 


DETROIT.—Records of cars 


used in the testing of tires graph- 
ically show the greatly increased 
life that has been built into auto- 
mobiles of today, according to 
Packard engineers. Only a short 
time ago it was considered re- 
markable if one of these cars 
could be driven from 80,000 to 
100,00 miles in a year. This is be- 
ing done now in six months. 

In eight months a Packard One 
Twenty was driven 107,000 miles 
by the test drivers of one of the 
large tire companies. Tire com- 
pany engineers reported to engi- 
neers of the Packard company 
that the car was driven with a 65 
per cent overload on the tires and 


traveled 24 hours a day for from 
five to six days a week. 


Another Packard, a six, was 
driven 97,410 miles from October 
23 last to May 1 last by the test 
crew of this same tire company. A 
major part of this mileage was at 
continuous high speed on the 
western salt beds. 


Records of another tire company 
showed that from June, 1935 to 
May 1 this year a Packard One 
Twenty was driven 231,948 miles. 
This car piled up its big mileage 
record on the highways of the 
northern part of. the country dur- 
ing the summer months and in 
Florida in the winter. 


comfortable one in any season, because the 
porous back of “Breathing Back” Mohair 
Velvet automatically adjusts the air pres- 


sure in the cushions. 


And the /asting qualities of these virtues 


insure greater resale value. 


What a sales story to tell your showroom 


visitors! 


*Reg. applied for U. S. Pat. Off. 


COLLINS & AIKMAN CORPORATION 


200 MADISON AVENUE, NEW YORK, N.Y. 


| 
: 





Shell Chart S 


Station Survey Reveals 
Summer Demand Increase 


DETROIT.—A chart showing 
the seasonal fluctuation in the 
sales of accessories and sundries 
from its service stations has just 
been released by the Shell Petro- 
leum Co. The chart is a result of 





Original Ad 
Helps Sales 
Of Used Cars | 


DENVER—The Murphy- 
Mahoney Motor Co., local Chevro- 
let agents, during the week took 
a@ novel way to feature their 
stock of used cars. The firm 
staged what they termed a 
“Salesmen’s History Making 
Sale.” The sale was announced in 
one of the local newspapers by a 
four column advertisement which 
was a half page deep. 

The ad said at the top: “We 
Don’t Want to Make History, We 
Just Want to Sell the Finest 
Stock of Used Cars in the City 
of Denver. Meet our sales organ- 
ization. No doubt you are ac- 


quainted wich someone in our or- | 


ganization who will gladly help 


you make a selection from our | 


large stock. In order that you 


take no risk, we have obtained | 


permission from the original 


owners of these cars to publish | 


their names and phone numbers. 


Feel free to call them as to the| 
Below | 
you will find a list of a few of | 


condition of these cars. 


our customers. Every car guar- 
anteed! Bighty to choose from!” 


Then followed a brief story 


about a number of cars, the price | ‘ , 
|of telling the motorists what it 


asked and at the side of each 
description—14 in all—was a 
photo of a member of the 
Murphy-Mahoney sale organiza- 
tion. For example, the first was 
of Ralph D. Fay, new car sales 
manager, and he was quoted as 
saying the firm had in stock a 


1931 Chevrolet sedan in good con- | 


dition, which had formerly be- 
longed to Willard Fay, 921 E. 
Fourth avenue. 


AUTOMOTIVE 
EXECUTIVES 


—prefer The Lenox be- 
cause of its convenient 
location, fine home-like 
rooms, excellent service 
and delicious food 


RATES 
$2.00 to $3.00 
3.00 to 5.00 
Special for rooms and bath, 3 
persons, $5.00; 4 persons, $6.00 
Write for free AAA road map and 
folder containing handy map of down- 
town Buffalo. 


Hotel L ENOX 


North Street ... near Delaware 
s >I a 
BUFFALO, N.Y. 


CLARENCE A. MINER, President 





DIVISION 





| land Motors, Inc. 


a nationwide survey made by the 
company and is being printed in 
chart form as a reminder to Shell 
station attendants. 

The Shell sales territory is di- 
divided into three sections and the 
survey in each resulted in an al- 
most uniformity of demand for 
certain items, most of which seem 
to be in demand in the summer 
months. From the car dealers’ 
standpoint, particularly those 
operating gasoline and lubricating 
oil as well as lubricating depart- 
ments the chart can be adopted 
as a sales guide for additional 
profits at the time of contact with 
the customer. 

It is particularly noticeable that 
batteries, radiator cleaner and re- 
pairs, wiper blades and oil filters 
have a heavy demand throughout 
the year, while lamp bulbs, light 
fuses and fan belts seem to be in 
demand in the summer and early 
fall months. The demand for 
spark plugs seems to begin with 
the summer months and then fall | 
off for the first few months of 
the new year. Included in the list 
are specialty items such as fly 
spray, handy oil and spot remov-| 
er which as a rule receive no at- 
tention from the dealers although 
it is noticed that the car dealers 
who are setting up accessory dis- 
play tables are now putting those 
items on sale. 

Items which appear to have a 
peak demand through the spring, | 





summer and early fall months are 
tires and tubes. It was generally 
conceded that these items are in 
demand the year round. Shell} 
merchandizing experts found, 
however, that the sales of such 
items fell off during January, | 
February, November and De-| 
cember. 

Shell will stress in 1937 the job) 


has for sale, a drive which a large 
number of car dealers might eas- 
ily adopt. 


Va. Registrations 
Increase Over 736 


RICHMOND, Va. (UTPS). 
With a total registration of 382,- 
165 motor vehicles in Virginia as 
of June 1, an increase of 31,582 
over figures for 1936 was noted in 
statistics released by John Q. 
Rhodes jr., director of the Vir-| 
ginia state division of motor ve- 
hicles. 


John Shotwell Becomes 
New Willys Treasurer 
TOLEDO.—John Shotwell, for- 
mer assistant treasurer of the 


Electric Auto-Lite Co., has been 
elected treasurer of Willys-Over- 


Prior to his affiliations with 
Electric Auto-Lite, Shotwell was 
a member of the firm of Wide- 


man, Shotwell & Madden, certified | 


public accountants, Toledo. 
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hows Seasonal Accessory Sales Trend 


SEASONAL TREND OF ACCESSORIES SALES 


JAN.| FEB.| MAR. APR. MAY | 


TIRES ~ TUBES 
TIRE ACCESSORIES 


DUBL CHEKS 
BATTERIES 


ANTI- FREEZE 


RADIATOR CLEANER 
RADIATOR REPAIR 


SPARK PLUGS 
OIL FILTERS 


WIPER BLADES 


WINDSHIELD }, 
DEFROSTERSS 


BODY POLISH 
TOP DRESSING 
CHAINS 
LAMP BULBS 


AUTO FUSES 


KLEANZIT~ } 
SPOT REMOVER 


FLY SPRAY 
HANDY OIL 
FAN BELTS 


PEAK 
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Jut.| AUG. SEP. | OCT.| NOV.| DEC. 


PEAK DEMAND | Ss 


PEAK DEMAND 


PE 


PEIAK 


PLAK PEAK DEMAND 
; ' PEAK DEMAND ' 
PEAK DEMAND i | 
PEAK DEMAND + PEAK 
' | PEAK DEMAND } BR 


PEAK OF ACCESSORY SALES demand is reached in summer, 
according to this chart devised by the Shell Petroleum Oo., after a 
nationwide survey of sales at Shell service stations. 


Conn. Dealers Sup 


port 


Modified Inspection Bill 


HARTFORD, Conn.—Protection 
of used car buyers against faulty | 


| titles, patched-up wrecks, repaint- | 


ed taxicabs and stolen cars was 
declared to be the primary aim 
of the measure regulating impor- | 
tation of used cars, sponsored by 
the Connecticut Automotive 
Trades Assn., Inc., at a second 
hearing on the bill in the state 
capitol here last week. 

New car dealers came from all 
sections of the state to support 
the bill, greatly outnumbering the 
used car dealers who appeared in| 
opposition. The bitterness and 
“fireworks” which marked the 
first hearing on the bill in March} 
were noticeably absent, due in| 
part to the fact that the measure 
had been modified in several re- 


| spects. 


Principal changes in the amend- | 
ed bill include elimination of the} 
requirement that the bond to be} 
posted on each used car should) 
guarantee quality, condition and| 
previous use, as well as title, re-| 
duction of the waiting period be-| 
tween listing of the imported used | 
car with the motor vehicle com-| 
its sale from 30| 
days to 10 days, and elimination | 
of the provision for a jail sen- 
tence. 

Carl R. Lane, C.A.T.A. manager, | 
who led the list of speakers for 


the bill, declared that of 94,500 
used cars in Connecticut last year, 
20,212 were imported from other 


states. He cited instances where | 
‘customers had bought stolen cars 


innocently only to lose their in- 
vestments when the 
was made. 

Other speakers for the bill in- 
cluded Harry M. Sloate, Hartford 
Chevrolet dealer and C.A.T.A. 
president; Kendall M. Pierce, as- 


sociation attorney; Johannes Schi- | 


ott, Dodge-Plymouth, Bridgeport; 
James R. Cochrane, Chevrolet, 
Bridgeport; K. D. Sheldon, Ford, 
Torrington, and a number of 
others. 

Several new car dealers sided 
with the used car group in the 
attack on the bill, charging that 
it represented an attempt to 
“drive the used car men out of 
business” and had no economic or 
other justification. They included 
Martin J. O'Meara, East Hartford, 
and A. A. Woodruff, Old Green- 
wich, both Ford dealers, and Kris- 
tian Jensen, West Hartford, Gra- 
ham and Hupmobile. 


Court Upholds Tax 
TAMPA, 
levy a tax of one cent a gallon on 


Fla.—Tampa’s right 
zasoline sold within the corporate 
limits of the city was upheld by the 
Florida supreme court June 2. 


CUSTOMERS 


SOLD 


-WARNER CORPORATION 


discovery | 


to} 


Sales Prospects 
Cheering Dealers 


In Saskatchewan 


SASKATOON, Sask.—The out- 
look among new and used car 
sales establishments in Saskatoon, 
Saskatchewan, is decidedly op- 
timistic, according to a recent 
survey, and many dealers report 
that business is now at a higher 
level than it has been since the 
depression set in. 


In the new car sales field new 
high levels are reported by many 
dealers, while others report that 
they are rapidly approaching the 
best sales of the 1926-1928 period. 


Some indication of the number 
of cars being sold in the province 
of Saskatchewan is seen in re- 
ports from the motor license reg- 
istrations, where officials report- 
ed sale of 33,000 sets of plates for 
private cars at the beginning of 
May, a figure considerably higher 
than that of a year ago. 


Reports of conditions in the 
used car fleld are more varied, 
although on the whole dealers 
indicate improved conditions. 
Changes in price classifications 
and in agencies of several lines, 
however, made comparisons of 
sales in 1937 with sales 10 years 
ago difficult. 


One dealer who is at preseni 
handling a line in a lower price 
class than he did ten years ago, 
found his sales much better than 
any year he had been in business, 
and this year’s sales considerably 
better than those of last year. 
Another dealer reported sales 
more than double the same period 
last year, although his business 
was still considerably below that 
of 1928 and 1929. 


Sales are up 25 per cent over 
| last year with another Saskatoon 
| dealer, who reported that he was 
quite satisfied with the business 
trend. Reports of sales already 
| equalling the whole of 1936, and 
| other reports that sales had al- 
ready nearly reached their 1937 
quota are encouraging indica- 
tions from other leading Saska- 
toon dealers. 


NICKELGRAM 
92A 


| The mass production of automo- 
biles places a heavy burden of 
responsibility on production 
tools and equipment of every 
| kind. This is natural, since the 
| tools operate at top speed and 
| most intensively day in and day 
| out. Consider the case of screw 
machines which daily produce 
| thousands of pieces from bar 
| steel or tubes. Aside from the 
| cutting tools, themselves, there 
|is the problem of constantly 
pushing the material forward 
into cutting position, and of 
| holding the bar securely in place 
while the cutting and forming 
cycle is in operation. It may be 
of interest to many people to 
learn that a tool manufacturer 
in the Detroit area has built up 
a very successful business of 
manufacturing screw machine 
Collets to hold bar stock in po- 
sition for cutting. These Collets 
are made from a_ high-grade 
Nickel Alloy Steel and heat 
treated, thus producing a strong, 
long-wearing part, that resists 

abrasion and wear suc- 


THE cessfully. 

INTERNATIONAL 
NICKEL COMPANY 
INC. NEW YORK, N. Y. 
ee 
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th Dimension 


The News of Automotive Advertising 


Ey Pete Wembhoff 


Ad Conclave 


Preview of the 1939 New York world fair, plus recep- 
tions and addresses by both Mayor Fiorella H. LaGuardia 
and Grover H. Whalen, head of the fair, will highlight 


extra-curricular activities of 


the thirty-third annual Ad- 


vertising Federation of America conclave in New York, 
June 20-23. Other new features of the program, according 


to H. B. LeQuatte, chairman of the program committee, 
include talks by Strickland 9. §$@$7$J79_____ 


W. Gillilan, humorist, who 
will speak at the annual ban- 
quet; along with Henry Eck- 
hardt, president of Kenyon & 
Eckhardt, Inc., and chairman of 
the board, American Assn. of Ad- 
vertising Agencies; and Whalen. 
Clayton Rand, president of Na- 
tional Editorial Assn. and pub- 


ket today, the Standard Oil Co. of 
Ohio is starting an intensive ad 
campaign to acquaint owners, 
dealers and service stations with 
the importance of proper lubri- 
cation for gears of that type. 
Pure Oil Co. is also putting on 
a hypoid gear lubricant campaign, 
which will be exploited through 
sales training schools for dealers 





BIG FIGHT BROADCAST arrangements were wound up with the 
visit of Thomas H. Corpe, Buick advertising manager, to the Champ’s 
training quarters. Buick will sponsor a world broadcast of the fight 
over NBC facilities. Corpe is shown with James J. Braddock, the 
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Personalized 

More than 800,000 sets of Pon- 
tiac’s spring personalized direct 
mail campaign have been ordered 
by 1,600 dealers. Mailing pieces, 
which permit use of salesman’s 
own card thus identifying him 
and putting the prospect in a 
more receptive mood, will be 
available throughout the summer 
since the campaign is not limited 
by any definite closing time or 
special seasonal appeal. 


Chatter 

Merle V. Cox, 52, formerly with 
Class Journal and Chilton publi- 
cations, died this week in Chi- 
cago ... Pharis Tire & Rubber 
Co. names Ralph H. Jones Co, as 
advertising council ... Walter W. 
Templin, formerly executive vice- 
president of the Pepsodent Co., 
joins J. Stirling Getchel, Inc., New 
York, as president; no change in 
ownership, Getchel continuing as 
chairman of board . DeWitt 
Morgan, president North Texas 
Advertising Co, heads Fort 


and stations. heavyweight champion. Worth Advertising Club. 


WHY BENDER BODY USES 


USS Cor-Ten 


IN THESE CITY COACH UNDERFRAMES 


Pewee is 


HEN the Bender Body Com- Pe 


pany of Cleveland, Ohio, built 
these underframes of USS Cor-Ten, . "ae hs 
they had three objectives in mind. ' > 
” 


lisher of The Guide, also will ad- 
dress convention. 

Seven national ad associations 
are slated to take part in the con- 
clave, including Newspaper Adver- 
tising Executives Assn.; National 
Newspaper Promotion Assn., Pub- 
lic Utilities Advertising Assn., 
Associated Business Papers, Di- 
rect Mail Advertising Assn., Out- 
door Advertising Assn. of Amer- 
ica, and the Premium Advertis- 
ing Assn. of America. Advertising 
clubs, associated with the federa- 
tion, also will participate. 


Chief 
Gordon S. Hargraves has been 
named by Vincent Astor, presi- 
dent of News-Week, as advertis- 
ing director of 
the weekly 
magazine. 
For past 15 
years, Har- 
graves has rep-| 
resented nation- 
al magazines in 
the Philadelphia | 
and southern 
territory. Six of | 
4 these years he} 
} f spent with Cur-| 
G. S. Hargraves tis Publishing | 
Co. and the final | 
eight with Cosmopolitan. He was | 





(SEES AS ee ee 


First, they wanted strength, tough- 
ness and endurance with the least 
possible weight. USS Cor-Ten filled 
the bill on all counts. Because Cor- 
Ten has a yield strength almost 
twice that of mild steel—because its 
impact resistance is almost double— 





a 
j 


appointed last Jan. 1 to represent 
News-Week in that territory. | 
Headquarters will be in New| 
York. 


Cows 

Although a total of 43,252 per-| 
sons participated, only one auto-| 
motive ad man—C. C. LeWald, of | 
D. P. Brother & Co., Detroit 
grabbed a spot in the annual Ad- 
vertising Men’s Cow Judging Con- | 
test, conducted by Hoard’s Dairy- 
man, LeWald was tied for fourth 
place with Glenn Stewart, Kala-| 
mazoo Vegetable Parchment Co., | 
Kalamazoo, Mich. Prize metal | 
plaques will go to winners of the 
first five spots, plus honorable | 
mentions. 

Contest, won by Harold H. Dou- 
thit of Darling & Co., Chicago, is 
said to have produced an unusual | 
number of expert cow judges! 
among the ad fraternity. 


Hypoid | 

Based on the statement that} 
hypoid gears are used in 93 out} 
of every 100 cars put on the mar- 





Automotive 
On the Air 


(All Time, Eastern Daylight Saving) 


CHEVROLET—Sunday, 6:30 p.m., CBS. 
Rubinoff and guests. 
CHRYSLER—Thursday, 9:00 p.m., CBS. 
Major Bowes’ Amateur Hour. 
FORD—Tuesday, 9:00 p.m., CBS. 
**Watch the Fun Go By.’’—with Al Pearce. 
Saturday, 7:30 p.m., CBS. 
“Universal Rhythm.”’ 
Sunday, 9:00 p.m., CBS. 
‘Ford Sunday Evening Hour.”’ 
GEN. MOTORS—Sun., 8:00 p.m., NBC (Blue.) 
“Promenade Concerts,” with Emo Rapee. 
NASH—Saturday, 9:00 p.m., CBS. 
Grace Moore, Vincent Lopez. 
PACKARD—Tuesday, 9:30 p.m., 
“Packard Hour.’ 
PONTIAC—Monday, 
p.m., CBS, 
“News Through a Woman's Eyes.”’ 
STUDEBAKER—Mon., 10 p.m., NBC (Biue.) 
“Champions,”"’ with Richard Himber. 


NBC (Red.) 
2:00 





Wednesday, Friday, 


because it will carry almost twice 
the load for the same amount of vi- 
bration—because it offers from 4 to 
6 times greater resistance to atmos- 
pheric corrosion, Cor-TEN can be 
used in lighter sections, will reduce 
weight from 20% to 40% without 
any sacrifice in strength or safety. 


Second, they wanted a less expen- 
sive material. Cor-TEN cut their 
costs for steel almost in half. For 
remember, Cor-TEN is a tonnage 
grade steel, given its superior proper- 
ties by low percentages 
of alloying elements. Its 
cost is low in compari- 
son to older types of 
alloy structural steels. 


Third, they wanted 
to reduce fabrication 
costs. Cor-TEN did it. 
Because Cor-TEN is 
not only strong but ductile. Its 
working and forming qualities are 
comparable to those of plain steel. 
As a result shop costs are low, fab- 
ricating failures are few. 

These many outstanding advan- 
tages of USS Cor-TEn are of signif- 
icant importance to every builder 


ee IE en 


of transportation equipment. They 
are the potent reasons why this low- 
cost, high strength steel is being used 
in ever increasing quantities, not 
only in the construction of stream- 
lined trains, light-weight freight 
cars, the new P. C. C. street cars 
and trackless trolleys, but in 


trucks, buses and trailers of every 
description. 

To find out how readily USS Cor- 
TEN, Stainless or other USS High 
Tensile Steels can be applied to make 
your equipment more modern, strong- 
er, lighter, more enduring, less costly 
to operate—write us. 


U'S:S HIGH TENSILE STEELS. 


AMERICAN STEEL & WIRE COMPANY, Chicago and New York - CARNEGIE-ILLINOIS STEEL 


CORPORATION, Pittsburgh and Chicago 
NATIONAL TUBE COMPANY, Pittsburgh 


COLUMBIA STEEL COMPANY, San Francisco - 
TENNESSEE 


COAL, 


IRON & RAILROAD COMPANY, Birmingham 


Columbia Steel Company, 


Sie Re Oe ee I Sy a ue Se, Ud Be On 


San Francisco, Pacific Coast Distributors 


United States Steel Products Company, New York, Export Distributors 


STEEL 
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Separate Posting of Taxes 


Per Gallon 


DENVER.—Motor vehicle own- 
ers will use 22 billion gallons of 
gasoline this year and find plenty 
more where that came from, Fred 
Van Covern of New York City, 
director of the department of 
statistics and economics of the 
American Petroleum Institute, 
said during the convention of the 


May Sales Set 
- All-time Record 
At Cad.-LaSalle 


DETROIT.—Customer deliveries 
of Cadillac-LaSalle in May set a 
new all-time record for the month, 
D. E. Ahrens, sales manager, has 
announced. 


Complete field reports showed 
5,273 cars sold by dealers or 16.8 
per cent above the previous high 
mark of May, 1928, and 87.5 per 
cent ahead of a year ago. 

May’s business, according to 
Ahrens, put retail sales of the 
1937 models to date at 28,947, con- 
siderably better than the former 
most active period in Cadillac’s 
history. 

“Another gratifying result in 
May was the number of new 
dealers signed,” said Ahrens. “We 
added 58 to bring the total dealer 
organization to approximately 
1,200. This is the largest number 
ever included in the Cadillac- 
LaSalle retail sales organization.” 


Listed on the roll of new out- 
lets were two distributors, Covert 
and Walpole of Billings, Mont., 
and the Morris Motor Co. of New 
Bern, N. C. 











Coming Events 


JUNE 
13-28—Bordeaux, France. Automobile Fair. 
21-24—Chicago. Automotive Engine Rebuilders’ 


Assn. 15th annual convention. 

28-July 2—New York. American Society fer 
Testing Materials. 40th annual meeting 
and exhibit of testing apparatus and 
equipment. Waldorf-Astoria Hotel. 


JULY 
12-13—Washington, Pa. Pennsylvania Automo- 
tive Assn, Convention. 


AUGUST 
15—Akron, 0. All-American Soap Box Derby 


SEPTEMBER 
30-Oct. 1—Tulsa, Okla. SAE Fuels and la- 
bricants Regional Meeting. 
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No Fuel Shortage in | Sight, Petroleum Institute Told 


Recommended 


Institute held in Colorado Springs 
last week. 

He said this year’s anticipated 
gasoline consumption would run 
9 per cent above the previous 
record set last year. 

Keyed with Van Covern’s pre- 
diction was the statement by the 
Institute’s president, Axtell J. 

Byles, also of New York City, that 
this year’s first quarter demand 
for motor fuel was 14 per cent 
over the first quarter of last year. 
Van Covern said he doesn’t put 
much stock in predictions the 
country’s oil supply will be ex- 
hausted within a few years. 

“T have been watching these 
statistics for a good many years,” 
he said, “and every now and then 
someone pops out with the state- 
ment our oil supply will all be 
gone in, say, the next five years. 
But somehow, before the five 
years are up, we find there is 
more oil in sight than before. Oil 
reserves are estimated at more 


Jan. 1 was 13 billion barrels for 
the United States and approxi- 


exists elsewhere.” 


The Institute passed a resolu- 
tion advocating separate posting 
of gasoline prices and: taxes at 
service stations “so consumers 
may appreciate difference  be- 
tween the price of gasoline, which 
is the amount of money they are 
asked to exchange for a gallon, 
and the cost of gasoline, which is 
the price plus such taxes as may 
be imposed.” 

The resolution further said, in 
referring to gasoline taxes, that 
the petroleum industry “now is 
called upon to collect from its 
customers hundreds of millions 
of dollars annually in gasoline 
taxes comprising, in effect, a 40 
per cent retail sales tax upon an 
essential commodity. 


“Public safety on the highway 
necessitates use of all available 
highway revenue for development 
of safe highways. Construction, 
improvement and maintenance of 
highways with revenue from| 
taxes paid by highway users con-| 
stitute practical, effective and 
economical work-relief measures. 
The fundamental principle of | 
taxing motor fuel to finance 
highways is violated by diversion 
of gasoline sales tax revenues to 


than ever before—the figure on| 


mately the same amount of oil| 





the ripped tire, still serviceable. 


Survey Analyzes 


. * 

Repair Business 
DETROIT.—Total revenues ob- 
tained from independent garages 
and repair shops for 1935 as com- 
pared with 1933 reflected a drop 
in the number of concerns han- 
dling general repairs, according to 
the recently released 1935 business 





non-highway purposes.” 





OCTOBER 


7-9—Los Angeles. SAE National Aircraft 
Production meeting. 
7- 9—Los Angeles, Ambassador Hotel, SAE 
National Aircraft Production Meeting. 
7-17—Paris. Automobile Salon. 
14-23—London, Automobile Exposition. 
27-Nov.3—New York. National Automobile 
Show. 
27-Nov. 3—Toledo. Automobile Show. 
28—New York, Commodore Hotel. SAE An- 
nual Dinner. 
28-Nov. 8—Milan, Italy. International Automo- 
bile Salon. 
30-Nov. 6—Boston. Automobile Show. 
30-Nov 7—Los Angeles. Automobile Show. 
30-Nov. 7—San Francisco. Automobile Show. 
31-Nov. 6—Cincinnati. Automobile Show. 


NOVEMBER 


Commercial Automobile 
6-11—Omaha. Automobile Show. 
6-12—Akron, 0. Automobile Show. 
6-12—Columbus, 0.—Automobile Show. 
6-12—Newark. Truck Show. 
6-13—Brooklyn. Automobile Show. 
6-13—Buffalo. Automobile Show. 
6-13—Chicago. Automobile Show. 
6-13—Detroit. Automobile Show. 
6-13—Indianapolis. Automobile Show. 
6-13—Kansas City, Mo. Automobile Show. 
6-13—Newark, N. J. Automobile Show. 
6-13—Philadelphia. Automobile Show. 
6-13—Pittsburgh. Automobile Show. 
6-13—Toronto. Automobile Show. 
12-20—Glasgow. Scottish International 
mobile Exposition. 
13-20—Baitimore. Automobile Show. 
13-20—Rochester. Automobile Show. 
13-20—Cleveland. Automobile Show. 
14-20—Springfield. Automobile Show. 
14-21—St. Louis. Automobile Show. 
14-21—Portiand, Ore. Automobile Show. 
15-20—Denver. Automobile Show. 


4-13—London. Show. 





Auto- 


15-20—Jersey City. Automobile Show. 
17-24—Milwaukee. Automobile Show. 
20-27—Montreal. Automobile Show. 


24-Dec. 1—Kansas City. Automobile Show. 
DECEMBER 
8-10—Flint, Mich. SAE National Production 
Meeting. 


Figures supplied by R. L. 








STATES 





| census of the department of com- 


NEW PASSENGER CAR REGISTRATIONS 


Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., 


FORD GROUP 


CHRYSLER GROUP 


Chrysler 
De Soto 
Dodge 
Plymouth 
Totals 














| SHARPENED RAILROAD SPIKES, gouging into a Lifeguard 
tube, developed by the Goodyear Tire & Rubber Co., 
tion before Yonkers police officials showed effectively that blowouts 
no longer need cause serious accidents. Shown in the lower picture is 


in a demonstra- 





merce. The total in 1935 was 66,- 
216 as compared with 86,454 listed 
in 1933. 


The independent stations, which 
include those that sell oil gasoline 
and accessories, but not automo- 
bile dealers, numbered 178,009. 
There were 19,575 chain stations. 
Total business for all stations 
amounted to $2,000,000,000 and the 
independent stations did 78.6 per 
cent of the total business. 


and Metropolitan New York area 





Buick 
Cadillac 









First April Drop 
Since ’32 Shown 
In Canada Sales 


MONTREAL.—Reduction in the 
volume of new motor vehicle 
sales in April compared with the 
same month of 1936 was the first 
to be reported in an April com- 
parison since Canadian sales 
statistics were first compiled in 
1932. 

As reported by the dominion 
bureau of statistics, sales totalled 
$19,900,000 involving 19,909 ve- 
hicles, compared with 16,302 ve- 
hicles at $16,400,000 in March. 
April 1936, figures were 20,845 
cars at $21,100,000. 


New passenger car registrations 
in eastern Canada, compiled by 
Canadian Automotive Trade, re- 
-‘flect the decline in sales with 
lower figures for both Ford and 
Chevrolet. Ford units totalled 2,- 
880 against 2,995 in April, 1936, 
with Chevrolet in second place 





with 2,791 registrations against 
3,422 in the previous year. 
Cumulative figures for the year 
to date present a more cheerful 
picture. For the first four months 
sales of 57,276 new vehicles at 
$57,700,000 compares with 43,630 
vehicles at $44,700,000 in the cor- 








GENERAL MOTORS GROUP 






responding period of 1936. 
Financing volume of motor car 
business was sharply above 1936 
figures with 21,178 vehicles in- 
volved in financing of $9,000,000. 
Only 13,963 vehicles were financed 


for $5,900,000 in April, 1936, an 
indication that deferred payment 
purchasing in this field of busi- 
ness is far in advance of the 
relative gains in new vehicle 
sales. 

Comparative figures of new 


car registrations in eastern Can- 
ada, compiled by Canadian Auto- 
mobile Trade are as follows: 

New passenger car registrations 
(in eastern Canada): 


Year to date 

Apr. "37 Apr.'36 1937 1936 
Ford .... 2,880 2,995 7,364 5,759 
Chevrolet . 2,791 3,422 6,669 6,519 
Dodge - 1,805 1,476 6,077 2,925 
Plymouth. 1,516 1,450 4,242 2,731 
Pontiac 881 435 2,120 878 
Oldsmobile 808 839 1,960 1,671 
McL. Buick 545 571 1,334 1,161 
Chrysler 370 382 1,237 776 
Lafayette. 329 69 693 118 
Packard.. 312 165 757 408 


(Prince Edward Island not reported) 





which are compiled by Sherlock & Arnold 
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Arkansas 37 28| 10) 112) 227| 377 513 527 70 437 84, 653 
ome. "36 24 6) 75| 218; 323 414 8} 422 39 | B64 1) 46 87| 739 

Delaware "37 32) 11) 72) 118 233 263 3| 266 85) 8| 310) 7| 92} 111| 613 
"36 8 8} 30) 127) 173 145] 1|_—s:146 61] 10} 294} 6} 106) 67| 544 

Illinois 37 689| 691) 2099] 3426) 6905] 6255| 231| 6486 1624; 123) 5014) 273! 1700! 2096| 10830 
"36 490} 382] 2231} 4005| 7108] 5630} 98| 5728 1339} 108} 6959| _109| 1936) 1496) 11947 

Louisiana "37 53 19, 201! 421) 694 926, 23, 949 93 6| 887 7; +143 83| 1219 
"36 47| 12} 159} 380) 598 811} 22) 9833 82} 5| 1206 4| 184] 87| 1518 

North Carolina "37 88 57; 279! 735) 1159] 1535) 34| 1569 192! 13| 1453 28} 190! 259) 2135 
"36 76 34] 194) 639} 943] 1006] 18] 1024 165 4} 1616] 7| 166} 170| 2128 

North Dakota 37 35 12! 70| +166) 283] 530 8| 538 38| 433 5 45| 42| 563 
"36 20! 8 51 162} 241] 402) 5| 407 45 527 2 42 36| 652 

Rhode Island 37 81) 40| 169) 443) 733] 501; 25) 526 120! 12) 514 22; 149! 173) 990 
36 45) 53] 163} 454] 715] 410) 10] 420 135| 14] 626; 17| 192} 126] 1110 

South Carolina 37 | 26, 141) 326) 532] 782) 15; 797] 99| 2; 732 10! 87/ 130) 1060 
36 | 28) 13} 104] 326) 4714 641] 6| 647] 79 4| 851 4 76 63] 1077 

South Dakota 37 33) 12 68} 193) 306] 563! 15 578 88 560 5 88 97| 838 
36 23) 9 77|_ +220| 329] 374 2| 376 68 | 6598 74 64, 799 

Utah "37 34 42) 124, 198} 398] 341) 14 355] 83) 2| 342 5 82 87; 601 
os "36 15 43} 103) 171| 3832] 297; 7 3044 39 2|  406/ 3 60) 44] 554 
Wisconsin 37 245 181| 864] 1326; 2616] 2901) 63| 2964 544, 27| 2370] 51) 751) 846) 4589 
: "36 157; 103} 700! 1510/ 2470] 2392 19} 2411 404] 19} 3338} 22) 777} 590] 5150 
Total, 11 States ’37[ 1357] 1101) 4199 7579| 14236] 15110) 445) 15555 3036) 194 13052) 417 3384| 4008| 24091 
for May 36 933| 671] 3887) 8212) 18703] 12522) 196) 12718] 2456; 168] 16980) 175} 3609| 2830] 26218 
Total to Date "37 | 30441) 24988) 93938/170728|320095 | 319776| 9210|328986 | 62810| 4271|265003| 9593] 65865| 71731/479273 
*36] 18711) 12094) 77807|155399|264011 ] 253193] 3990\257183 | 49003] 3926/823625| 3838] 65115) 53145|498652 
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NEW YORK.—May sales of 
General Motors cars to dealers in 
the United States and Canada, to- 
gether with shipments overseas, 
totalled 216,654, compared with 
222,603 in May a year ago, accord- 
ing to a report of the corporation 
issued this week. Sales in April 
were 238,377. Sales for the first five 
months of 1937 totalled 894,231, 
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May Sales of General Motors Show Decline from’36 


First Five Months Total 
58,000 Under Last Year 


compared with 952,237 for the 
same five months of 1936. 

Sales of GM cars to consumers 
in the United States totalled 178,- 
521 in May, compared with 194,628 
in May a year ago. Sales in April 
were 198,146. Sales for the first five 
months of 1937 totalled 717,360, 
compared with 774,695 for the 
same five months of 1936. 


Total Sales to Dealers in U. S. and Canada plus Overseas Shipments 


January 
February 


1934 
62,506 
100,848 
153,250 
153,954 
132,837 


1935 
98,268 
121,146 
169,302 
184,059 
134,597 


1936 
158,572 
144,874 
196,721 
229,467 
222,603 





September 
October 

November 
December 


Sales to Consumers in the United States 


1937 


January 92,998 


February 


September 
October 
November 
December 


952,237 707,372 603,395 
146,881 
134,324 
109,278 
71,888 
72,050 
61,037 
41,594 


181,188 
167,790 
124,680 

39,152 
127,054 
182,754 
185,698 


217,931 
204,693 
121,943 

19,288 

90,764 
191,720 
239,114 





2,037,690 1,715,688 1,240,447 
1934 
23,438 
58,911 
98,174 
106,349 
95,253 


1935 
54,105 
77,297 

126,691 
143,909 
109,051 


1936 
102,034 
96,134 
181,782 
200,117 
194,628 





511,053 392,125 


137,782 
108,645 
127,346 

66,547 

68,566 
136,859 
122,198 


774,695 


112,847 
101,243 
86,258 
71,648 
69,090 
62,752 


173,472 41,530 


1,720,213 1,278,996 927,493 


Sales to Dealers in United States 


1937 
70,901 
49,674 

216,606 
199,532 
180,085 


January 
February 


716,798 


September 
October 

November 
December 


1935 1934 
75,727 
92,907 

132,622 

152,946 

195,159 


1936 
131,134 
116,762 
162,418 
194,695 
187,119 


792,128 


82,222 
119,858 
121,964 


474,078 


559, 361 
150,863 
139,021 
103,098 

22,986 

97,746 
147,849 
150,010 


186,146 
177,436 
99,775 
4,669 
69,334 
156,041 
197,065 


1, 682,594 


107,554 
87,429 
53,738 
50,514 
39,048 


1,370,934 959,494 


46,190 | 


103,844 | 


118,789 | 


28,344 | 








READY FOR THE NATIONA 


L OPEN, Willie MacFarlane, lead- 


ing professional golfer, leaves for Oakland Hills. Shown in his left 
hand is a new indoor putting green, made especially for him from 


Collins & Aikman mohair velvet u 


pholstery. 


New Record for All Truck 
Sales Predicted by Fish 


DETROIT.—AIl truck sales rec- 
ords will be shattered this year if 
the present rate of general busi- 

ness is main- 
tained, accord- 
ing to W. E. 
Fish, commer- 
cial car manager 
of the Chevrolet 
motor’ division 
of General Mo- 
tors Sales Corp. 
Present indica- 
tions, Fish said, 
are that the 
momentum of 

W. E. Fish business will 
carry the current rate of activity 
at least through the early part of 
1938. 

Fish based his opinion on a two- 


11 STATES FOR MAY, 1937-1936 


Complete cumulative figures appear each week until all 48 states are shown. States missing for April include Michigan and Tennessee 


HUDSON GROUP 


STATES 


37 | 
36 | 
"37 
36 
°37 
"36 
"37 
"36 
"37 
"36 
37 | 
36 | 
37 | 
"36 | 
"37 
"36 
"37 
"36 
37 | 
°36 | 
"37 
36 
"37 
"36 
’37 | 
36] 


Arkansas 
Delaware 
Illinois | 
‘ Louisiana 
North Carolina 
North Dakota 
Rhode Island 
South Carolina 
South Dakota 
Utah 
Wisconsin 
Total, 11 States 


__for May 
Total to Date 


234] 


27 
35 
21] 
19] 
599 
768 
50] 
50] 
130] 
98] 
30] 
41] 
66 | 
89 | 
103 
93 
30] 
58] 
63] 
45| 2) 57] 
278 
374 


25 
33 
19) 2 
17 2 
498, 101 
608 160 
41 9 
37 13 
115 15 
72| 26 
28; +2 
37 4 
52 14 
72 17 
99 4) 
88 

26) 

50} 


2 
2 


287 
1191) 
1346) 

28783) 
24816| 


336| 1682] 
5888| 34671] 
7816| 32632] 


AUBURN GROUP 


Packard 


20 24 

3 11 

s 50 

8 32 

987, 906 
458) 4185 

43 45 

28 18 

42) 143 

18) 69 

27| 6 

26| 6 

71, (117 

36 47 

21| 85 

4| 33] 

56 24 

43 14) 

21] 39 

38} 23} 
1072) 240) 
433; 151| 

| 2368] 1679) 
| 1095} 889 
4878| 27223) 36900 
4745| 14006| 17375| 


279| 21588) 


weeks’ tour of the western portion 
of the United States, from which 
he has just returned. He discussed 


the general business outlook with | 


hundreds of members of the 


Chevrolet field personnel. 


“The general market for trucks 
is even bigger this year than last,” 
Fish declared. “The indications 
are that the present rate of ac- 
tivity will be sustained through- 
out this year, and well into the 
first quarter of 1938. The agricul- 
tural states are looking forward 
to bumper crops, residential and 
business building are driving for- 
ward and allied industry is reap- 
ing its share as well. 


NON-AFFILIATED GROUP 


3091 

5301 

4321 

1484 

1407 

2610 

2467 

2696 

2379 

1889 

1647 
—! 

1393 

12178 

16] __11830 
41 61379 
89 | 57949 
591] 1277716 
2361] 1117194 


5 

22 

78 

35 

37 

37 

35 

24 

63 
| 44 6| 
255! 126 
261 5 
2} 1183! 674 
5| 1180) 52 
122| 26947| 17453 
3289| 
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Pontiac Sales 


Break Records 
3 Months in Row 


PONTIAC. — Record- breaking 
sales of Pontiac cars continued 
through May thus making the 
third successive month during 
which dealers sold more new Pon- 
tiacs than in any previous months 
in the company’s history, accord- 
ing to C. P. Simpson, general sales 
manager. 

Retail sales during May hit 
25,839, for the third successive 
month that sales have topped the 
25,000 mark. In April sales were 
25,064 while March figures were 
25,934. 

The total retail sales for the 
first five months this year also 
exceeds any previous first five 
months’ period with 98,772. Last 
year sales for the first five months 
were 74,888. May also fuw the 
three biggest days in Pontiac’s 
history from the standpoint of 
the number of cars built. All 
three were over the 1,400-car 
mark with the record of 1,496 on 
May 18. 

Sale of used cars by Pontiac 
dealers made an equally fine 
showing with three record-break- 
ing months and the best of all in 
May with a total of 41,100. Used 
car sales for the first five months 
this year were 158,655 which 
again is the best on record and 
which compares with 140,028 for 
the same period last year. 

Stocks of both new and used 
cars in dealers’ hands have held 
practically steady in spite of the 
great increases in volume of 
business. There is less than three 
weeks’ supply of new cars in 
dealers’ hands including new car 
demonstrators while used car 
stocks on May 31 showed a gain 
over the same date of last year 
of only .1 (one-tenth) of a car 
per dealer. 


— ‘eee Seen 


At Chicago ATA Dinner 


CHICAGO.—A record turnout of 
500 dealers, members of their or- 


| ganizations and others identified 


with the automobile business is 
expected at the 32nd annual din- 
ner and meeting of the Chicago 
Automobile Trade Assn., accord- 
ing to association officials and 
based upon advance reservations. 
The affair will be held Monday 
night (June 14) at the Lake Shore 
Athletic Club. 


NICKELGRAM 
ce ee 


In order to combat soil erosion 
a terracing machine called the 
“Whirlwind” has been devel- 
oped by Prof. E. V. Collins of 
Iowa State College and is now 
being produced by the Parsons 
Company of Newark, Iowa. 
Driven by a small tractor, the 
“Whirlwind” plows, elevates, 
and discharges the earth in a 
continuous jet from the digging 
mechanism to point of deposit. 
The terracer must be small and 
compact, and very light for this 
kind of work, yet capable of 
withstanding rough going over 
all kinds of soil and uneven 
ground which subjects the 
mechanism to heavy shocks and 
varied stresses. To safeguard 
the life of working parts, its de- 
signers are using the high-grade 
Nickel Alloy Steels for such 
parts as gears, main drive 
shafts, rotary shafts and gears, 
transmission gears and 
THE in many other places. 


INTERNATIONAL 
NICKEL COMPANY 


INC. NEW YORK, N. Y. 





Briggs Merger 
Aids Accessory, 
Parts Group Rise 


By C. J. ALEXANDER 


NEW YORK.—Unsettled labor 
conditions continued in the past 
week to hang over all financial 
markets. One view is that in- 
vestors not knowing which way 
to turn are simply standing still. 
Activity on the stock exchanges 
indicates this must be true. Trad- 
ing has come almost to a stand- 
still at times. 

Not a little encouragement is 
found in the fact that there has 
been (up to this writing) no 
dumping of stocks. Although in- 
vestors may be holding off from 
entering the market for new 
shares, those with stocks on hand 
are not throwing them _ over- 
board. As far as Wall Street is 
concerned, it knows it is “in bad” 
with the present administration, 
but it can’t help but wonder how 
long certain factions of labor can 
continue recent tactics and keep 
“in solid” with Washington. 


One reason why there is not 
panic in Wall Street is that, al- 
though supposedly far removed 
from “American roots,” important 
people in financial quarters are 
convinced in the fair-mindedness 
of the American people. In other 
words, they believe the people will 
stand so much and then turn 
“thumbs down” in no uncertain 
terms and perhaps with surpris- 
ing suddenness. 


An interesting stock market 
development this week was the 
adjustment of prices of Briggs 
and Motor Products to the terms 
of the merger announced Tues- 
day. On Monday Briggs had 
dropped rather sharply, with Mo- 
tor Products moving up. On Tues- 
day, however, with the news out 
that directors had ratified the 
merger, Briggs turned around 
and advanced 2% points, as 
against its drop of 2% on the pre- 
ceding day. Motor Products re- 
versed itself and declined more 
than a point on Tuesday. This 
movement gave a nice arbitrating 
profit to those who knew which 
way to jump and when. 

The result of all this was that 
Briggs finished the week covered 
by the ADN averages, four points 
higher than a week earlier, with 
Motor Products virtually un- 
changed. The parts and accessory 
group was outstanding, although 
the Briggs advance accounted for 
most of the rise in the average 


Hudson Output, 
Sales Hit Peak 
At End of May 


DETROIT. — Retail 
factory shipments of Hudson and 
Terraplane cars for week ended 
May 29 set new records for 1937 
according to W. R. Tracy, vice- 
president in charge of sales. 


Total retail sales of 3,445 cars 
during the week were easily the 
largest for any week of 1937 to 
date, Tracy said, and showed the 
sixth successive weekly increase. 
In the same week, 4,187 cars were 
shipped from the Hudson factor- 
ies, the largest production for any 
week of the current year. 


Retail sales for the full month 
of May totaled 13,501 cars, a gain 
of nearly 45% over retail sales in 
the preceding month. Factory 
shipments in May totaled 15,331 
cars, a gain of 64% over April 
and 25% over May of last year. 


Hercules Net Up 


CANTON, O.—Net income of the 
Hercules Motors Corp. for the first 
quarter of 1937 was $177,696, equal 
to 57 cents a share. This compares 
with net earnings of $111,438 for the 
first quarter of 1936, or 36 cents a 

re. 
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Unsettled _Labor Trouble Still Checking Market 


eee for the group. Borg-Warner 
was higher by a point and Elec- 
tric Auto-Lite responded to good 
news by advancing three points. 


The ADWN stock price averages 
for the week ended June 9, com- 
pared as follows with the week 
preceding and a year ago: 


This 

Week Change 
42.13 0.41 
43.18 0.12 46.95 


Year 
Ago 
44.60 


Last 
Week 
24 motors 
10 car-truck 43.06 
10 parts-ace’s. ... 37.93 39.44 1.51 38.97 
4 tire-rubbers . 41.46 42.58 1.12 25.67 
Mack was the only stock in the 
car and truck group to make an 
appreciable advance, although 
Chrysler was slightly higher. In 
the tire and rubber section, Good- 
year and U. S. Rubber were 
features. 


Among recent dividends de- 
clared for payment on July 1 
are the following: Trico Pro- 
ducts, quarterly of 62% cents; 
Willys-Overland, 15 cents on its 
preferred stock; L. A. Young 
Spring & Wire, 75 cents quart- 
erly; Ex-Cell-O Aircraft & Tool, 
20 cents; Ross Gear & Tool, 60 
cents; Borg-Warner, 50 cents on 
new common; Midland _ Steel 
Products, 50 cents; Formica In- 
sulation, 20 cents. 


Mack Trucks declared a divi- 
dend of 25 cents, its usual rate, 
payable June 30. Evans Products 
will pay 25 cents on the same 
date. Briggs has declared $1, 
payable June 25, and Goodyear 
Tire & Rubber of Canada will pay 
63 cents on July 2. Square D has 
declared two dividends of 55 
cents each on its preferred A 
stock, one payable June 30 and 
the other September 30. 


Stockholders of General Tire & 
Rubber have approved the in- 
crease of authorized capital stock 
from 500,000 to 750,000 shares. 

Hupp Motor Car Corp. has an- 
nounced completion of the under- 
writing of new stock, which will 
make about $2,692,000 additional 
capital for working capital. 

The New York Stock Exchange 
has announced the listing of 
375,525 additional shares of the 
Class B common stock of the 
Mullins Manufacturing Co. 


Co.'s. 














New York, June 11 


of the market. 





Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


(2:39 p.m.).—Steadiness which had 
marked automotive stocks earlier in the week today gave 
way to selling in all groups. Losses ranged from fractions 
to more than two points. Volume was not heavy and 
weakness in the motors was in line with other sections 








Motor F inancing 


Exceeds 


Half Billion Dollars in A pr. 


WASHINGTON.— The retail| 


financing of motor vehicle sales 
this year shot far past the $500,- 
000,000 mark during April, census 
bureau statistics disclosed this 
week. The dollar volume of fi- 
nancing by 456 organizations in 
the first four months reached a 
total of $565,354,974, covering 1,- 
402,652 vehicles. The volume of 
wholesale financing rose to $667,- 
449,441. 

These figures compare with 
$516,734,576 retail financing in the 
first four months of last year, 
covering 1,299,736 vehicles and 
wholesale financing totaling $593,- 
208,837. 


Reports 
wholesale 


the 
to 


for April show 
financing volume 





Approve Increase 


AKRON.—Stockholders of General 
Tire & Rubber Co., have approved 
an increase in authorized common 
stock to 750,000 shares from 500,000 
shares. The company has filed reg- 
istration statement covering 111,- 
822 shares of common, 64,697 of 
which will be offered to stockhold- 
ers through warrants and then to 
the public at market through under- 
writers. 








been $182,102,402 against 
$194,323,329 in April, 1936, and re- 
tail $181,344,266 covering 449,094 
vehicles, against $180,926,890 in 
April of last year. 


have 


The number of new cars retail 
financed through the 456 organi- 
zations in the first four months 
was 579,920, valued at $336,380,- 
159, an average of $580, against 
583,818 cars valued at $332,910,511 
the previous period. April financ- 
ing of new cars covered 187,759 
units, valued at $108,829,349, a 
slight gain over March, against 
209,307 units valued at $119,894,021 
in April, 1936. 


In the used car classification 
there were 815,810 units financed 
for a total of $226,494,216 in the 
first four months, against 707,735, 
valued at $181,034,457 in the cor- 
responding 1936 period. The April 
figures were 259,256 used cars, 
financed for $71,690,770, about 
$6,000,000 above March, compared 
with 234,766 units valued at $60,- 
052,639 in April, 1936. 


The average value of used cars 
financed this year is $278 against 
$256 in the first four months of 
1936. 
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NEW YORK 


Allis Chalmers Mfg. 
American C. & F. 
American Chain 
Auburn Auto 
Bendix Aviation 


. Co 8. G. 
Budd Wheel Co. 
Chrysler 
Clark Equip. 
Cleveland Gr. Br. 
Collins & Aikman 
Com. Credit 
Commercial Inv. T. (2) 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 
du Pont de Nemours 
Eaton Mfg. 
Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R. 
Gabriel Co. 
General Elec. 
General Motors 
Glidden 


Goodyear T. & R. 
Graham-Paige 
Hayes Body Corp. 
Houdaille-Hershey B 
Houdaille-Hershey 
Hudson Motor 
Hupp Motor 
Inter. Harvester 
Johns- Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B 


Last Sale 
June 11 June 4/| High 


1937 
Low 


60, 
57 

32% 
2242 
201, 


27% 
79 
41% 
62% 
48/, 
38, 
26 
2034 
24% 
447%, 
12¥% 8Yg 
374, 29 
% 5 
47, 
20%, 
9, 
341, 
21 
20 
13% 
287% 
287, 
79 
43% 
72% 
156% 
33% 
37% 
468 


17 

6142 
29%, 
42%, 
34, 
307%, 
19%, 
11% 
17% 
29, 


4% 
30 
47 
27% 
46), 
35 

3% 
154% 


Hall ‘Lamp Co. tt teeeeeeeceeee 


Last Sale 


NEW YORK June 11 June 4 


Lee Rubber & Tire 
Libbey-Owens-Ford Glass 
Ludlum Steel 

Mack Trucks (1) .. 
Midland Steel 

Motor Products 

Motor Wheel 


Raybestos Manhattan 
Reo Motor 
Republic Steel Corp. 
Socony Vac 
Sparks-Withington 
Spicer Mfg. 
Stewart-Warner 
Studebaker 
Thermoid Co. 
Thompson Products 
Timken-Det. 
Timken Roller Bear. 

U. S. Industrial Alcohol 
U. S. Rubber 


Axle 


White Motors 
Yellow Truck 


CHICAGO 


Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle 

Pines Winterfront 


DETROIT 
4% 





GM Stockholders 
Total 359,630 In 
Second Quarter 


NEW YORK.—The total num- 
ber of General Motors common 
and preferred stockholders for 
the second quarter of 1937 was 
359,630, compared with 358,080 for 
the first quarter of 1937 and 345,- 
265 for the second quarter of 
1936. 


There were 339,130 holders of 
common stock and the balance 
of 20,500 represents holders of 
preferred stock. These figures 
compare with 337,620 common 
stockholders and 20,460 preferred 
for the first quarter of 1937. 

The total number of stockhold- 
ers of both classes by quarters 
since 1917 follows: 


First Second Third Fourth 
Quarter Quarter Quarter Quarter 
1,927 “ 2,669 2,920 
3,918 3,615 4,739 
-- 8,012 12,358 18,214 
. 24,148 31,029 36,894 
49,035 65,324 66,837 
70,504 71,331 65,665 
67,115 68,281 68,063 
70,009 69,428 66,097 
60,458 58,118 50,917 
53,097 47,805 50,369 
57,595 57,190 66,209 
70,399 71,682 71,185 
125,165 140,113 198,600 
243,428 249,175 263,528 
285,655 293,714 313,117 
359,046 364,401 365,985 
366,084 355,789 
348,230 349,524 
351,275 345,004 
345,265 342,832 
359,630* 


Year 
1917 
1918 
1919 
1920 
1921 
1922 
1923 
1924 
1925 
1926 
1927 
1928 
1929 
1930 
1931 
1932 
1933 
1934 
1935 


. 56,520 
72,986 
105,363 


351,761 
350,164 
337,218 
342,384 


oeeee es BOL, 949 
oeees + 300,663 
1936 .......353,186 
1987 .......358,080 

“Preferred stockholders of record Apr. 5, 
1937, and common stockholders of record May 
13, 1937. 


Increase Shown 
In Time Sales 


Of Parts, Tires 


WASHINGTON. — Significant 
facts concerning the credit ex- 
periences of automobile dealers 
and retail purveyors of tires and 
accessories last year were revealed 
this week in the report on a na- 
tional survey made by the com- 
merce department. The study was 
conducted in 88 cities, covering 14 
kinds of business, 2,000 retailers 
submitting reports. These showed 
that during last year instalment 
sales in the businesses covered in- 
creased 25 per cent over the 1935 
volume. 


Changes in proportions of total 
sales of automobile dealers on a 
cash, open-credit and instalment 
basis were slight during last year. 
Cash sales increased to 36.4 per 
cent from 36.2 in 1935; instalment 
sales increased to 42.5 per cent 
from 42.3 per cent, while open- 
credit sales decreased proportion- 
ately to the increase in cash and 
instalment sales. Monthly collec- 
tion percentages on open-credit 
accounts were the highest re- 
ported by any of the 14 businesses 
covered, 88.5 per cent in 1936 
against 83.3 in 1935; on instalment 
accounts the percentages were 13.1 
and 13.2. Bad-debt losses were .5 
per cent on open-credit sales for 
each year and .4 per cent on in- 
stalment credit sales in 1936 
against .5 per cent the previous 
year. 


Ninety-one per cent of the auto- 
mobile dealers reporting sold on’ 
instalments and about three- 
fourths of that number sold their 
instalment paper to finance com- 
panies. 

Proportions of total sales on an 
open-credit basis by tires and ac- 
cessories stored increased notice- 
ably last year, 56.2 per cent 
against 53.1 in 1935. 


Report Income 


MILWAUKEE, Wis.—The A. O. 
Smith Corp. reported net income 
after all charges but before pro- 
vision for undistributed profits sur- 
tax of $49,719 for the year ended 
Apr. 30. This was equal to 10 cents 
a share on outstanding common 
stock and compared with net of 
$820,331 or $1.64 a share in the 
year ended Apr. 30, 1936. 
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panies, you'll get a definite idea of | 
the very important part Conti- 
nental has played in the develop- 
ment of the motor car. 

For more than two and a half 
decades Continental enjoyed great 
prosperity, having a virtual mo- 
nopoly of the engine-building field, 
the bulk of its customers being 
automobile makers who consid- 
ered the Red Seal motor a great 
selling feature in the merchandis- 
ing of their cars. So strongly was 
Continental entrenched in this 
field that it was not until 1932 
that it built anything but motors 
and parts. It peak year was 1920 
when its net sales totaled $33,868,- 
694. Then came the pinch of de- 
pression and Continental started | 
diversification of its products by 
undertaking manufacture of auto- 
mobiles themselves, taking over 
the De Vaux and adding the Bea- 
con and Flyer in 1932, building} 
some 20,000 cars. That chapter was | 
a brief one. 

* * 

BY THIS TIME the Angell ad- 
ministration, which had _ taken 
over what looked like a desper- 
ate situation and which realized 
that if it were to survive wise 
business methods must be utilized, 
decided on a life-saving diversifi- | 
cation program. It started to build 
machine products of all kinds for 
other companies, utilizing its ma- 
chine tool equipment for this pur- 
pose. It still was building motors 
but the orders were few and far 
between. It bought out the Wes- 
tinghouse farm-lighting business, 
which led into the manufacture of | 
Tiny Tim, a small lighting plant 
for boats and cottages. This was | 
the nucleus of a new business| 
which has pulled Continental out | 
of the hole and brought it dis-| 
tinctly back into the industrial 
picture. 


* 





* a * | 
PRESIDENT ANGELL, —— 
confident that “it can be done,” | 
tightened his belt, figuratively | 
speaking, and started the rehabil-| 
itation. He still had two magnifi-| 
cent plants, one in Detroit and! 
the other in Muskegon; he still | 
had the key men of his organiza- 
tion on his payroll and this com-| 
bination, plus the Angell know-| 
how, is responsible for Continen- | 
tal’s successful voyage across the | 
Sea of Red Ink and into the 
Realm of Dough and Dividends. 


* * * 


AS OF TODAY, Continental 
seems to have come back in a big 
way. It has diversified its products 
most successfully, and better still, 
it is regaining some of its old 
customers in the automobile in- 
dustry. Whereas, when William 
Robert Angell took over control in 
February, 1930, there was only one 
automobile manufacturer buying) 
Red Seal motors, now there are 19 
car and truck makers buying en- 
gines and engine parts from him. 
Motor building is his meal ticket 
and in this field he not only is 
producing gasoline engines for 
automobile, marine, aviation and 
industrial use, but on the blocks 
right now is a Diesel engine, 
which is about ready to take its 
bow. And what promises to be a 
big factor in the automobile radio 
field is his Perm-O-Flux loud 
speaker, featured by a permanent 
magnet that materially cuts down 
the drain on batteries, and said 
to conserve 80 per cent in power. 
The secret of this is ascribed to 
Alnico, an aluminum nickel-cobalt 
composition. 

a * * 

THE COLUMN has been chal- 
lenged by Cliff Knoble to prove its 
reader interest. The conductor ac- 
cepts the defi and calls on “my 
public” to help him make good. 
Remember, “now is the time for 
all good men to come to the aid 
of their party.” 

to present my case. This 
Knoble, who has been in the sales 
and advertising end of the auto- 
mobile business for about 17 years 
gave up a swell job as advertising 
manager of Chrysler Sales three 
years ago to set up the Business 
Promotion Corp. at 1397 E. Jeffer- 
son, Detroit, which in reality is a 





, 


service which gives sales aid to 
automobile dealers, Really, it is a 
small Sears-Roebuck in itself. 
+ * ok 
KNOBLE HAS burned the mid- 
night oil in the preparation of an 


the first of its kind ever issued. 
It is an 84-page catalog which 
shows office equipment, prospect 
follow-up system, show room fur- 
niture, signs, lamps, etc. One sec- 
tion is devoted to the equipment 
needed for merchandising service, 
another to the used car depart- 
ment and another to new cars. In 
addition, there are advertising re- 
minders such as post cards and 
follow-up letters, all to carry 
dealers’ imprints, which provide 
the dealer with facilities for doing 
his own local advertising at low 
cost. These catalogs now are in 
the mails, en route to 40,000 deal- 
ers. If any of “my public” is over- 
looked, please write Cliff so that 


he will be convinced the column | 


is read from cover to cover. 
* * ok 


BUSINESS IS GOOD, Knoble 


writes in sending me my copy for | 
working closely | 


review. He is 
with eight major automobile man- 


ufacturers and last year his sales | 


to 20,000 dealers in the United 
States and abroad 
per cent over 1935. This year he 
3000 to dealer orders 
monthly. 

“Naturally, we’d appreciate any 
bouquets the column can hand 


out, as long as they are not lilies,” 


8,000 


| writes Knoble. 


* * * 


“HARVEY WOODRUFF 
yesterday morning to join Walter 


Eckersall and Ring Lardner and | 
George Siler and Edgar Sheridan | 


and Hugh E. Keough and Charlie | with 28,500 unfilled orders, 


Dryden. Harvey Woodruff died 
yesterday in the Evanston hospi- 
tal 


great in baseball, Keough in hu- 


mor, Sheridan in racing and Siler} 


in boxing. Woodruff was great in 
them all.” 

So wrote Bob Lee in the Chi- 
cago Tribune June 3, marking the 
passing of one of my contempo- 
raries of a quarter-century ago 
when I had a toehold in the Trib’s 
sporting department. Woody was 
sports editor then and the others 


were members of the staff. Also| 
| Hoffman. 


in our little group were the two 
great cartoonists, the late Clare 
Briggs and the late Sid Smith, 
who also are on the other side of 
the River Styx. 
* * 

I BRING THE passing of 
Woody into the column for the 
reason that he played a certain 
part in the development of the 
automobile industry. He discov- 
ered John D. Hertz. When he was 
sports editor of the Chicago Morn- 
ing Record back in ’98 he had an 
office boy, Johnny Hertz, who was 
a fight fan and who brought in 
pugilistic notes to Harvey. The 
boy was encouraged by his boss 
and a proud lad he was when 
Woody made him fight editor. 
That was the making of John. Up 
and up the ladder he went. He 
became a fight manager with 
Benny Yanger, the Tipton Slasher, 
as his champion. Then John 
craved a job as an automobile 
salesman. That was around 1908 
and he started selling Columbias 
on commission. Again “local boy 


makes good.” 
+ * * 


HERTZ HOOKED up with 
Walden Shaw, after establishing 
a reputation as the best salesman 
on Chicago’s automobile row, and 
the two set up the Yellow Cab 
company, which revolutionized 
taxicab operations nationally. 
Hertz never forgot his first boss 
and what he had done for him 
and the tips on the market as 
they applied to Yellow Cab made 
a comfortable fortune for Harvey, 
most of which was later lost dur- 
ing the depression. Hertz, you'll 
remember, became one of the 
leading executive figures in the 
automobile industry. He it was 


* 


increased 71) 


. Of those friends he has) 
gone to join, Eckersall was great | 
in football, Lardner and Dryden} 


unusual literary effort, said to be | incidences that the conductor re- | 
: |cently has 


|}ager of the American Airlines, | 


| 





|ecompared with 23,397 


is beating last year, ranging from| previous month and 17,513 in the} 


who created the Hertz Drive-It- 
Yourself system. Now he is one 
of the big bankers and financiers 
of the Windy City. 
* ok * 
WOODRUFF retired as sports 
editor of the Trib some 10 years 
ago, although up to the time of 
his death he conducted his famous 
“Wake of the News” column on 
the Trib’s sport page. 
The passing of Woody ties up 
with a series of long-arm-of-co- 


experienced, which} 
carries him back to those old| 
days on the Trib. In New York, 
attending the opening of Hud- 
son’s Broadway salon, he ran| 
into John Lardner, son of Ring, 
now a rising young sports column- | 
ist, whom he hadn’t seen since | 
John’s kindergarten days. And 
just the other day Gig Flynn} 
sent a card he had picked up in 
Hartford, Conn., given him by 
John O. Briggs, city sales man- 


Inc.—Clare’s boy grown to man- 
hood. 

I'm getting reminiscent—I guess 
I’m growing old. 


Buick May Sales 
At 22,453; Huge 
Backlog for June 


FLINT. — Domestic retail de- 
liveries of Buick motor cars dur- 
ing May totaled 22,453 units, 
the | 





in 


corresponding period a year ago} 
according to W. F. Hufstader, 


|general sales manager. This was | 


a decline of approximately 850 | 
cars or 3 per cent from the previ- 
ous month and a gain of 5,030) 


|or 28.7 per cent over May of last | 
left | 


year. 

Hufstader said that Buick’s 
May volume was controlled by the | 
ability of the factory to make de-| 
livery, the factory entering June 
the 
largest bank of business for this 
month in many years. 

He said he expected June would 
show an increase in deliveries 
over both April and May, with 
the probability that this month 
would establish the year’s peak. 


N. J. Vehicle Bill Signed; 
Becomes Effective Sept. | 

TRENTON, N. J.—New Jer- 
sey’s amendment to its motor 
vehicle act (see ADN, June 5) be- 


came law June 8 when the bill 
was signed by Gov. Harold G. 


Effective Sept. 1, the terms of | 
the revision bring lighting, brak- 
ing, signaling and other safety 
equipment under a more rigid 
scrutiny by state authorities, and 
establish the motor vehicle com- 
missioner as supreme in deciding 
the fitness of an automobile and 


| signing 


| Great Atlantic and Pacific Tea Co. | 


ment of the law the following day. 


| burg are leased or owned by in- 


| law. 


| closed two of its local 


| 1,743 retail 





its auxiliary equipment to be al- 
lowed on the highways. 


UAW Pledges 
But Strikes 


JUNE 12, 1937 
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Pa. Chain Store Tax 


Hits Service Stations 


HARRISBURG, Pa. 
The effect of the chain store tax 
just enacted is already being felt | 
by gasoline service stations, al- 
though the tax cannot be collected 
for at least 60 days due to suits 
brought in Dauphin county court 
here by two large chain concerns. 


Passed June 5 by the senate af-| 
ter having been approved the pre- 
vious week by the house and hur- | 
iedly signed by Gov. George H.| 
Earle as the 132nd general as-| 
sembly came to a close last Sun-| 
day, the bill levies a license tax of | 
from $1 to $500 on every service | 
station, store or theater in the 
state, depending on the number in 
the chain. 

The delay was brought about | 
when, scarcely 24 hours after the 
of the measure, the! 
American Stores Co. filed an| 
equity proceeding against John B. | 
Kelly, secretary of revenue. The} 





joined in the suit against enforce-| 


Most of the chain gasoline serv-| 
ice stations in and about Harris-| 


dependent dealers, which will | 
exempt many of the large chain 
outfits from the provision of the) 


learned | 
Co. has 
stations, | 
and it is believed by local officials | 
of the firm that other stations 
have been closed in various sec- 
tions of the state. 

The D. A. Marshall Service Sta- 
tions, Inc., will remain open, as| 
will the four Wm. A. Reichert sta- 


However, it has been 
that the American Oil 


(UTPS).— | 





tions. Among the concerns whose 
service stations are independently | 
operated are those of the Pure 


| Oil Co., the Gulf Corp. of Penn., 


and the Tidewater Assn, Oil Co. 
The American Store Co., with 
stores 


close a number of its stores, re- 
ducing the number in Penn. to| 
less than 1,000. The A & P Co., 
operating nearly 2,000 stores in| 
the state, has already closed sev- 
eral of its stores in the Harris-| 
burg area and will be compelled | 
to close many more, both here and 
throughout the state. 

The two concerns have charged | 
that the act is discriminatory be- 
cause it does not include news- 
stands; it violates the constitu-| 
tional provisions of uniformity of 
all taxes on all classes by levying 
a graduated tax, and violates the 
due process law by being discrim- 
inatory in that it places a large 


| burden on the big chains, which 


amounts to virtual confiscation of 
property in many instances be- 
cause the companies will be 
forced to close many of their 
stores. 


Faith to GM, 


Still Continue 
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units of steel and automobile 
workers in Michigan to converge 
upon Monroe Sunday for a mass 
meeting to protest the activities 
of “paid thugs and the Black Le- 
gion portion of the American Le- 
gion.” Martin earlier in the day 
had called off the projected inva- 
sion of Monroe by union members 
Friday. A few hundred union 
members had gathered at daylight 
near Monroe, preparing for an as- 
sault upon Monroe’s vigilante- 
barricaded city limits. Martin’s 
intervention returned them to 
Pontiac, where 19,000 members of 
Pontiac locals, after voting 
Thursday night to strike, had been 
dissuaded by Martin. 


In South Bend, at the plants of 
the Bendix Aviation Corp., the 
Bendix local unit of the UAW late 
Thursday voted its executive 
board authority to call a strike in 
the event pending conferences 
with Bendix officials did not set- 
tle the most recent controversy 


there. One of the main points in 
the disputes which involved gloves 
and vacations with pay, among 
other things, was the “dismissal” 
of 10 employes in the boiler room, 
where automatic gas-burners were 
recently installed. 

An early settlement was ex- 
pected in the tie-up at the Pack- 
ard Motor Co., where a strike of 
1,000 tool and die makers has 
blocked production in the 120 di- 
vision. 

Detroit plants of the Budd 
Wheel Co. will open Monday, it 
was reported here, after company 
officials and a union bargaining 
committee agreed Friday to sub- 
stitute day rate for piece work 
pay. Union workers were to vote 
late Friday on the agreement, ac- 
ceptance of which would end the 
stoppage begun Tuesday with the 
walkout of 1,500 workers. 

GM units affected by the stop- 
pages Friday were as follows: 


in the state, | 
claims that it will be compelled to| 
months, and 2.3 per cent 25 months 





Ternstedt Manufacturing Co., 


A similar law in Louisiana has 
been upheld by the Supreme 
Court, which may be taken as an 
indication that the Penn. law will - 
also be upheld by the courts in 
this state since the law in the 
former state is even more drastic 
in many respects. 

The tax is reported to have 
already closed 130 stores in Phila. 
region. 


1936 Installment 
Buying Has Rise, 
NASFC Discloses 
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creased as well as that for used 
cars, so it appears clear that there 
really was an increase in average 
down payment requirements in 
1936.” 

According to the analysis, it is 
further revealed that “the figure 
of 2.6 per cent skips per thousand 
deals for 1936 is markedly lower 
than any years prior to 1934.” 

Discussing the trend toward ac- 


| ceptance of longer term paper in 


the financing of retail sales of 
cars, the following observations, 
supported by figures, are made: 
“There has been a great in- 
crease in the amount of long term 
paper in each year since 1933. 


| Whereas in 1927, only 12.4 per cent 


of all the paper purchased was of 
more than 12 months maturity, 


| 58.9 per cent was in this category 
| in 1936. Of all new car paper pur- 


chased, 71.8 per cent was of more 
than 12 months maturity.” 

Here is the break-down of a 
diagram on 1936 maturities of re- 
tail paper: 

New cars—28.2 per cent, one to 
12 months; 44.8 per cent, 13 to 18 
months; 24.6 per cent, 19 to 24 


and up. 
Used cars—64.5 per cent, one to 


112 months; 32.5 per cent, 13 to 18 


months; 2.8 per cent, 19 to 24 
months, and .2 per cent, 25 months 
and up. 

All motor vehicle paper — 41.1 
per cent, one to 12 months; 40.5 
per cent, 13 to 18 months; 16.9 per 
cent, 19 to 24 months, and 1.5 per 
cent, 25 months and up. 


Dunbar Named White’s 
New Purchasing Agent 

CLEVELAND.—Bringing to the 
company valuable knowledge 
gained from eighteen years’ ex- 
perience in the 
materials end of 
the motor in- 
dustry, John E. 
Dunbar, former 
assistant gen- 
manager of the 
Aviation Manu- 
facturing Corp. 
of Williamsport, 
Pa., took over 
his new duties 
as purchasing 
agent for the John E. Dunbar 
White Motor 
Co. June 1, Frank H. Webster, 
White’s director of purchases, 
said this week in announcing the 
appointment. 

He became connected with the 
Lycoming Mfg. Co., of which the 
Aviation Mfg. Corp., is a division, 
in 1919 and has been with that 
firm ever since. 


closed since Tuesday, 10,000 idle. 
Negotiations planned for Friday 
evening. 

Fisher Body plant at Pontiac, 
closed by strike since mid-week, 
7,000 idle; Pontiac Motor Car Co., 
partially closed. 

Chevrolet Grey Iron Foundry, 
Saginaw, closed since mid-week, 
5,500 idle. Fisher Body plant and 
Chevrolet Motor plant at Balti- 
more, Md., 2,200 idle. 

Chevrolet Motor Co., Flint, part- 
ly closed by parts shortages, 13,000. 





Bendix sponsors another grea 


advance in Car-Sagely 


Runs over Railroad Ties at 70 Miles 
an Hour! Hands Off Steering Wheel! 
No Swerving! Full Steering Control! 


INSTALLED IN 
20 MINUTES! 


DOES NOT INTERFERE 
WITH STEERING IN ANY WAY! 


ENDIX introduces the Bendix Hydraulic Hand. 

It banishes the hazard which has always at- 
tended a blow-out at high speed—loss of control— 
a smash-up. It eases the strain of driving. 


Any tire may blow out; wheels may strike curb- 
ing, rocks, or obstructions violently and at any 
angle; ruts, soft shoulders or sand may clutch at 
the tires; despite it all, Hydraulic Hand holds the 
car on its course without jerk or swerve—and with 
no loss of steering control. Standard model retails at $18.50. Heavy duty 
models for very large cars, trucks and buses at 
somewhat higher prices. Available through Bendix 
distributors to car dealers, service stations and 
fleet owners. Car, truck and bus manufacturers are 
invited to write or wire for further information. 


Bendix Hydraulic Hand makes the steering 
gear virtually irreversible, yet does not interfere 
with steering in any way. Road shocks never 
reach the driver’s hands. Quickly installed on al- 
most any car, truck or bus—whether with conven- 
tional front axle or individual springing (such as BENDIX PRODUCTS CORPORATION 
“knee-action’’). No drilling—no special tools—no Subsidiary of Bendix Aviation Corporation) 
special care—no repairs—no servicing needed. 401 Bendix Drive South Bend, Indiana 


BENDIX 


Hydraulic Hand 





